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Maryland 
West Virginia 
North Carolina 


GENERAL AGENCIES 


Beginning May Ist we will offer terri- 
tory in these states to Agents who can sell 
the best Accident and Health Policies in 
the insurance field. 


THIS IS VIRGIN TERRITORY 


Communicate with the Home Office 
today regarding writing commts- 
sions and territory available. 














Inter-State 
BUSINESS MEN’S ACCIDENT ASS’N 


The Oldest Organization of Its Kind in America 








BROWN HOTEL BLDG.— DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 
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Henry W. Ives & Company 


INCORPORATED 1910 


75 FULTON ST., NEW YORK 


wv ree >) TTT ODED 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA. 





FOR 


RAIN INSURANCE EXCESS COMPENSATION 
“Inland Lloyds” CASUALTY COVERS 
of New York 


Security Mutual Casualty Co. 


Cash Deposits in 
F I 

New York State aa 

$415,050.50 Assets $6,800,000 


Duly organized, approved Surplus $2,210,000 
and licensed by the Insur- 
ance Department of New 





York. Surplus and Reserve $6,200,000 
ALL FORMS OF INSURANCE STRONGEST CASUALTY 
ACCEPTED COMPANY IN AMERICA 
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STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 


MORE THAN 


TWENTY-ONE MILLION 
DOLLARS IN SECURITIES 


Deposited with the State of Indiana for the Sole 
Protection of Policyholders 


PROGRESSIVE $2 CONSERVATIVE 


The Growth of Oak 
The Solidity of Granite 


On Agency Matters Address, 
CHARLES F. COFFIN, Vice-President 














NOW READY 
A new Book by William Alexander entitled 


ONE HUNDRED WAYS 
CANVASSING 


FOR 
LIFE INSURANCE 


This is the fifth book of the 
ALEXANDER EDUCATIONAL SERIES 


It contains many canvassing plans contributed by 
successful agents. The comments of the author 
greatly enhance the value of the plans quoted. 

‘his valuable aid to salesmanship is divided into 
twenty chapters, each dealing with certain phases of 
the art and practice of selling life insurance. 

Many Examples of Insurance Needs and How to 
Provide for Them are incorporate d in this book of 350 
pages, which is clearly printed, is well arranged for 
practical use, with copious sub-headings to enable the 
agent to readily find and utilize methods of treating 
particular problems, and is substantially bound. 


PRICE, $3.50 
THE SPECTATOR COMPANY 


Publishers 





CHICAGO NEW YORK 
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NOW READY! 





The 1924 
LIFE AGENTS 
BRIEF 


Place Your Order Now 


All the valuable contents of last year will 
be included in this year’s publication and in 
addition will be 





A NEW FEATURE! 


A new table in this year’s book presents total 
premium payments and total dividends received 
on policies issued in 1910 and 1915 together with 
their surrender values at the end of the 10 and 
15 year periods, thereby showing at a glance the 
actual result in regard to cost to the policy- 


holder during these periods. 











This Vest Pocket Life Agents Brief is’ 
the latest presentation of Life Insurance] 
Facts and Figures. Every agent on his toes? 
for business should place his order now. 


PRICE, $2.00 








THE SPECTATOR COMPANY 


CHICAGO OFFICE 


Insurance Exchange 
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at the Postoffice, New York, N. Y., under the : 


ie Spectator Company, at 13 
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FEATURES IN THIS ISSUE 





Springfield’s Anniversary 

Analysis of Auto Fatalities 

Move Overnight to Canada 

Selling Accident and Health Insurance 





Fitzgerald Bill Out of 
Committee 

The Psychology of Group 
Insurance 

















ARBITRATION LAW OF NEW YORK 


Validity of Clause in Reinsurance Contracts With Foreign Com- 
panies Being Tested in Unusual Case 


throughout the 


NSURANCE 


country are vitally interested in the final 


companies 


settlement of a question which has arisen 
through a claim of the Bankers & Shippers 
Insurance Company of New York against 
the Liverpool Marine & General Insurance 
Company, Ltd., of Liverpool, England. 

The point at issue, in its ultimate analysis, 
is simply this: Does the arbitration clause in a reinsurance 
treaty (the contract having been signed within New York 
State by parties of whom one is a company domiciled in New 
York and the other a company domiciled either abroad or else- 
If the 


final decision in this case is adverse to the Bankers & Shippers, 


where in this country) possess any effectiveness at all ? 


or if the Bankers & Shippers cannot get jurisdiction over the 
Liverpool Marine & General, it will mean that the arbitration 
clause in a reinsurance treaty signed in New York by two 
parties, one of whom is not domiciled in the State, is not worth 
the paper it is written on. [rom this plain statement of the 
matter, the importance of the affair is readily apparent. 

C. V. Meserole, president of the Bankers & Shippers, pre- 
ferred not to discuss the case himself and, therefore, Tu 
SPECTATOR sent a representative to Wendell P. Barker, a well- 
known insurance lawyer and partner in the firm of Bonynge 
& Barker, 27 William Street, New York city, who is caring 
lor the interests of the Bankers & Shippers. Mr. Barker, who 
is associated with eminent British solicitors, furnished the facts 
upon which the following complete explanation is based: 


PROVISIONS FOR ARBITRATION 

It appears that, in 1919, the Bankers & Shippers entered 
into a reinsurance treaty with the Liverpool Marine by which 
the latter reinsured a certain percentage of the liability of the 
former. The Liverpool Marine at that time was not entered 
or licensed in the United States and at no time since has been 
an admitted company. It has never had any officer, agent or 
representative regularly in the State of New York. 

The treaty was written and signed in the city of New York, 
a representative of the Liverpool Marine coming here for that 
purpose. The treaty contained the stereotyped provision for 
arbitration of any and all disputes which might arise between 
the parties and it was specifically provided that such arbitra- 
tion should be had in the city of New York. This was due to 
the fact that the Bankers & Shippers was the direct writing 
company and naturally all of the books and records support- 
ing the underwriting were in the city of New York. The arbi- 
tration clause provided that in the event of either party de- 
manding arbitration and naming its arbitrator (the arbitrators 
being limited to insurance or reinsurance managers) the other, 
or responding party, should have thirty days within which to 
ame its arbitrator, failing in which the first, or demanding 
party, was privileged to name the second arbitrator. . The two 
arbitrators thus chosen were authorized to name an umpire. 


INCEPTION OF THE CASE 
A dispute arising between the parties, incapable of adjust- 
ment by correspondence, the Bankers & Shippers demanded 
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arbitration and named Hendon Chubb, of Chubb & Son, as its 
arbitrator, notice of which was personally served upon the 
Liverpool Marine in Liverpool. A period of more than thirty 
days elapsed, during which the Liverpool Marine not only 
failed to act, but remained silent. Thereupon the Bankers & 
Shippers, exercising the option given to it in the contract, desig- 
nated the second arbitrator, namely, William D. Winter, vice- 
president of the Atlantic Mutual Insurance Company. Notice 
of this appointment was likewise given to the Liverpool Ma- 








rine, together with notice that on a stipulated future date the 
arbitrators, Messrs. Chubb and Winter, would meet and desig. 
nate an umpire. Before the arrival of the designated date, the 
Liverpool Marine broke its silence and, by cable addresseq to 
the arbitrators, repudiated and denied their authority to appoint 
an umpire or to proceed with the matter and refused to Parti- 
cipate in any arbitration proceeding. 

Notwithstanding this cable, the arbitrators did meet and ap 


(Continued on page 38) 
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THE MAKING OF THE FIRE INSURANCE RATE 


Ldward Pf. Lardy, Issistant Manager, New York Fire Insurance Ixchanges 
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A Summary and the Chicago and Boston Conflagrations 


E have reached the point where we can follow the 

technique of the motion picture industry; that is, the 

close-up; not the final close-up, by any means, but 
one which summarizes the rating methods in the United States 
irom the beginning in 1752 down to the time of the Chicago 
Fire in 1871 and the Boston Fire in 1872. 

First, for the “close-up”: 

(a) The methods adopted in the Colonies in the begining of 
the business were taken direct from England. 

(b) These methods were adapted to the conditions on a new 
continent where a large part of the construction was of an 
inferior type to that found in Great Britain. 

(c) From the beginning, risks were divided into several 
classes, these generally following the construction of the build- 
ing. There was a standard building, which took the lowest 
rate and, as the construction became poorer, until the full frame 
constuction was reached, the rates gradually increased. 

(d) The charges for contents were based on common insur- 
ances, hazardous insurances, and extra hazardous insurances. 
There was a fourth class, which was intended to handle those 
risks which had the most serious hazards and these were known 
as specially hazardous, from which there undoubtedly devel- 
oped the phrase now in common use of special hazards. 

(e) The classes into which the buildings were divided num- 
bered as many as ten, in some cases, but were never less than 
six. 

The business was primarily local in its nature, until the time 
of the two conflagrations above referred to. There appears 
from the beginning to have been a tendency to organize sev- 
eral companies in each business center, and these companies 
were prosperous so long as a conflagration did not occur, but 
when one did they usually were put out of business, because of 
the undue amount at risk in a given locality in proportion to 
their assets. 

(g) The conflagration in New York city in 1835 introduced 
a method of charges in the rate based on the narrowness of 
the streets; a regular table was drawn up for the lower part 
of Manhattan Island and each street was given the charge 
called for. This was very substantial in some cases, amount- 


ing to as much as twenty-six cents. This specific charge, which 
vrew out of this fire, is worthy of notice, because it shows the 
effect on rating methods of conflagrations. Every conflagra- 
tion has left some mark on the rating system. 

(h) The agency system, beginning, apparently, with the 
Ifartford companies, developed during this period to a fair 
extent and, in the middle west, Cincinnati was a great insur- 
ance center ; indeed, it was the center, until the rise of Chicago 
gradually drew the companies away. The long distance from 
the head offices and the slow means of communication in the 
early days, at least, coupled with the fact that the daily report 
was not put into use until 1866, tended to place a great deal 
of authority in the hands of the local representatives, and the 
exercise of that authority, bringing as it did a feeling of re- 
sponsibilty, proved an excellent school for the development of 
insurance men. It is needless to state that the influence of 
these agents on the rating conditions in their local territories 
was practically paramount. 

(h) Various publications, beginning with those issued by 
the companies for their agents, were developed during this 
period and all of them dealt with the matter of rates quite fully 
and, as these publications passed from one edition to another, 
the tendency seems to have been to lay more and more stress 
on the matter of rating. 

(1) One outstanding publication was the book bearing the 
title, ‘Aetna Guide Fire Insurance.” This was edited by J. 
B. Bennett, so long and prominently connected with the bust- 
ness of fire insurance, with headquarters at Cincinnati. This 
publication became so useful that it acquired the name of “The 
Aetna Bible.” It probably was one of the best books of that 
whole period and in many respects.is exceedingly valuable 
today. 

(j) The practice of making insurance maps was developed 
in the latter part of this period—that is, between 1860 and 
1870, and the rater then found another useful tool to assist 
him in his job. 

(k) The National Board was organized in 1866 and, for a 
few years at least, exercised a potential influence on the ques- 


tion of rating. 
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AUTOMOBILE RECIPROCALS 
NSURANCE agents, as well as_ the 
interested companies, are keeping a 

watchful eye upon the automobile reci- 
procal situation which is now rapidly 
developing with regard to the St. Louis 
division of the Automobile Club of Mis- 
sourl. The board of governors of that 
organization recently went on record as 
heing opposed to the Club’s  participa- 
tion in insurance, or in any other line of 
business. Despite this action, however, 
a competitive ticket, whose members fa- 
vor reciprocal automobile insurance activ- 
ity on the part of the Club, has suddenly 
been put into the field to run against the 
regular candidates nominated by the 
board of governors of the St. Louis divi- 
sion. The attackers, apparently, have a 
slight advantage, due to the fact that the 
terms of the governors are for two years 
each, one-half of the board being elected 
every year. If the members favoring 
reciprocal insurance can elect the eight 
candidates they have chosen, they count 
on a combination of these and the hold- 
over governors from the previous strug- 
gle as being sufficient to insure victory. 
keep the 
Club out of any matters except those per- 


lhe members who desire to 


taining to Club operations must choose 
ten out of eighteen candidates and, con- 
sequently, it is possible that the minority 
will force its wishes upon the majority. 
In the prior controversy, the advocates 
of the reciprocal insurance idea were de- 
leated ; but, it would appear, not de- 
cisively, 


The reciprocal interests within the Au- 
tomobile Club of Missouri have evidently 
decided to utilize every means of fur- 
thering their cause, as an active campaign, 
both in the daily newspapers and by per- 
sonal canvass, is being waged. Regular 
insurance agents in the territory are ac- 
cepting the challenge and are banding to- 
gether for an organized defense. It is 
obvious that if the outcome should per- 
mit the Automobile Club to enter the in- 
surance business and write coverage for 
its members’ cars, a damaging precedent 
would be established and the regular 
insurance carriers would be confronted 
with a condition more strained than is at 
present the case. As a consequence of 
the many factors involved, and the pos- 
sible overthrow of the theory of automo- 
bile insurance being written by companies 
transacting insurance business only, the 
controversy has attracted more than ordi- 
nary attention and its final result, to be 
revealed after the election on May 5, is 
eagerly awaited. 


BILL, the effects of which promise 
to exercise a salutary influence on 
the loss ratio of life and casualty in- 
surance companies operating in New 
York, has just been signed and thus made 
that State. 


railroads 


Governor Smith of 
that 
Commonwealth 


law by 
[ts provisions specify 
throughout the 


maintain flagmen and gates on all grade 


must 


crossings or furnish some other adequate 
Under the 
similar 


safeguard. former existent 
law, flagmen = or 
methods were required only at grade 
crossings which could not be readily seen 


protective 


from a distance. The present measure, 
becoming law early this week, will be put 
into actual practice as rapidly as pos- 
sible. The number of accidents occurring 
at New York State grade crossings each 
year has been estimated at more than 
2,000 and it is the aim of the framers of 
Since 


as well as 


the new law to lower this figure. 
life and accident insurance, 
liability coverage, is carried by so many 
motorists, pedestrians and interested par- 
ties in these days, any reduction in the 
gerade crossing accident total is certain to 
be reflected in the losses sustained by 
companies writing such risks. I*rom the 
angle of public safety the law is pre- 
eminently from the 


standpoint of the insurance companies 


5 


desirable, while 


operating in New York it is apparently 


of almost equal efficacy. 





HE Pinehurst meeting of the 

Western Union was without prece- 
dent in one respect—that of publicity. 
The activities at the various sessions were 
freely reviewed for the benefit of press 
representatives. There can be little doubt 
but that the Union was benefited by this 
move, for in the past its movements. have 
by rumor and 
which 


been reported mainly 
through underground methods 
have often resulted in garbled accounts 
more harmful than the truth could pos- 
sibly have been. The secrecy that has 
surrounded the actions of this and other 
governing bodies has undoubtedly worked 
against them in many quarters. 


ALBANY LEGISLATION 
Several Bills Become Law by 
Signature 
ABany, N. Y., April 30.—Bills signed dur- 
Governor Smith include the 


Executive 


ing the week by 
following: 

Senator Schackno, permitting the division of 
the Lawyers Title and Trust Company into 
two corporations, one to be a title guaranty 
company, and the other a trust company. 

Assemblyman A. I. Miller, amending sec- 
tion 20-a, insurance law, by extending to March 
1, 1926, the time during which life insurance 
companies may purchase, improve and sell real 
property during a housing emergency in first- 
class cities. 

Assemblyman Howard, amending section 15, 
workingmen’s compensation law by providing 
compensation for loss of thumb shall be for 
ninety weeks. 

Senator Reiburn, 
workmen’s compensation law relative to com- 


amending section 15, 
pensation for loss of eye. 

Senator Reiburn, amending sections 12 and 
20, workmen’s compensation law by reducing 
the non-compensated waiting period after an 
accident. 

Senator Reiburn, amending section 16, work- 
men’s compensation law by providing that any 
excess of wages over $150 a month shall not 
be taken into account in computing compensa- 
tion for death benefits. 

A hearing is announced by Governor Smith 
for Monday, May 5, at 7 p. m., at the execu- 
tive chamber, on Assemblyman Westbrook’s 
bill, amending the workmen's compensation law. 





New Members Elected to National Board 

The National 
meeting last 
to 136 companies, by electing several new mem- 
bers. The companies admitted are the Amer- 
ican Union of New York, Stuyvesant, Balti- 
more American, Delaware of New York, Man- 
hattan Fire and Marine, Merchants of Provi- 
dence, and the British General. 


30ard of Underwriters at its 


week increased its membership 
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JAMES MONROE 
(1758--1831) 


AWA ELEN we mention James Monroe, the fifth president of the 
4 United States, our mind instinctively reverts to the Monroe 
2 Doctrine (a policy which became famous instantly, and has 
so remained), upon which has pivoted much of the battling 
over the settlement of the present-day peace treaty. It was the big 
thing in Monroe’s life, and about the only large thing he left on 
history’s pages. 






That the American continents are henceforth not to be considered as subjects for colonization 
by any European power and that with the existing colonies or dependencies we have not interfered 
and shall not interfere for the purpose of oppressing them or controlling in any other manner their 
destiny. Such was, in effect, the doctrine, with the added suggestion that if any European nation 
viewed the situation differently it would be construed as a manifestation of an unfriendliness to the 
United States. 


James Monroe was another of the Virginia statesmen who are included in the galaxy of great 
leaders born on that soil. He was of Scottish extraction and abandoned his studies at William and 
Mary’s College that he might enter the army under Washington. He was wounded at the battle of 
Trenton, and after the war studied law with Thomas Jefferson. After service in the Virginia Assembly 
he sat in Congress for three years and was chairman of the committee which called the first constitu- 
tional convention in Philadelphia in 1785. From 1790 to 1794 he was in the United States Senate, 
and although he bitterly opposed Washington, Hamilton and the other Federalists, he was appointed 
our first minister to France. 


While in Europe he effected the purchase by us of Louisiana, but failed to make Spain cede 
Florida. After serving once more as governor of Virginia, Monroe, in 1816, was elected president 
of the United States, and four years later was reelected. In 1825 he retired to his Virginia home, 
where he died, like his presidential predecessors Adams and Jefferson, on July 4th. 


While not a brilliant statesman, James Monroe was a fearless champion of every cause he 
believed to be right, and his services may be said to have been of rare worth to his country. 


The Prudential offers you many services of rare value in Industrial, Endowment, and Monthly 
Income insurance policies. 


The Prudential 
mutates Insurance Company of America 


AAS THE 


‘Genatman’ Epwarp D. DurrFtgup, President 
Home Office, Newark, New Jersey 
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a SPRINGFIELD’S ANNIVER= 
SARY 


Fire and Marine Company Has Been 
Active 75 Years 


STARTED IN 1849 








Record of Progress of Fine Old Massachu- 
setts Company—Officers Men of 
High Character 





The record of achievements attained by the 
cat institution of insurance throughout the 
United States intimately connected with the 


development of the nation from frontier days 
down to the present time. Insurance has played 
, major part in the astounding growth of the 
the 


the 


F country’s commercial activities and in 


foundation of its homes. In some cases 


fles of a single insurance company are almost 
¢ 2 
the 


a chronicle of progress of 


Among the companies 


in themselves 
American civilization. 
of which this can be truthfully 
Springfield Fire and Marine Insurance Com- 


said is the 
pany of Springtield, Mass., which this year cele- 
brates the seventy-fifth anniversary of its in- 


( orporati¢ yn. 


CoMPANY 
In the year 1849, when the glitter of gold in 


ORIGIN OF THE 


California was luring a constant stream of 


wagon trains across the prairies, when Oregon 
was being opened to homesteaders and when 
merchants and traders of all kinds were seek- 
ing an El Dorado of prosperity in the West, a 
eroup of public-spirited citizens in Massachu- 
setts, headed by Marvin Chapin, pooled their in- 
terests and organized the Springfield Fire and 
The 


of this company during the “Roaring Forties” 


Marine Insurance Company. formation 
was in itself a contributing factor to the na- 
\ctuated by a desire to retain 
in his own city the large sums of money then 
paid to 


tional welfare. 


and 


soston Hartford companies for 
protection against fire, Marvin Chapin went to 
various Springfield and 
secured eight subscriptions, of $10,000 each, to 
a capital stock of $100,000, the remaining $20,- 
00 being taken by small 
who had faith in the company and its sponsors. 
In this 


business men in 


numerous investors 


manner was founded the enterprise 
which was destined to become one of the most 
prominent the 


world. It is singularly apropos of the begin- 


fire insurance companies in 
ungs and early difficulties of the organization 
that a Conestoga Wain, or “Covered Wagon,” 
chy 3 . . . . : . 

hould have been chosen as its msignia which 
las been used in various forms in the past and 


seis : r mers 
‘hich will be featured in many striking ways 


luring this, the seventy-fifth anniversary year 
ot the Springfield Fire and Marine. Those per- 
sons who witness the motion picture produc- 
tion of Emerson Hough's story “The Covered 
Wagon” and who are familiar with the com- 
pany’s use of the prairie schooner as a symbol, 
will be reminded of the fact that the Spring- 
eld was chartered in 1849 and that it was one 
ot the pioneers in the fire insurance business 
mn this country. 
The history ¢ 





f the 


and 


Springfield Fire 











Marine is a tale of obstacles overcome, of bar- 
riers surmounted, and of courage and integrity 
dealings with 
The first 


company 


1 
constanth 


displayed in all its 
employees, agents and policyholders. 
which the 


Nearly all branches of 


of the financial panics 


faced occurred in 1857. 
business were affected and the market value of 
securities shrank to an alarming degree. But 


1 


the Springfield Fire and Marine weathered the 


storm and two years later, in February, 1859, 
$2C0,000. 


increased its capital from $150,000 to 


In 1864 another $100,000 was subscribed and 


again in 1866 it was voted to increase the cap- 


ital to $500,000; an increase fully justified by 
the growth of the company’s business and 
authorized by the Massachusetts Legislature. 
This issue was sold within two months from 


the time it was voted, although it followed the 
fre in Portland, Me. on the Fourth of July, 
1866, which had added about $100,000 to the 
losses experienced during the period of recon- 


struction following the Civil War. 


iSARLY DIFFICULTIES OVERCOME 
In 1871 came the Chicago fire, one of the 
ereatest conflagrations in history. The prop- 


erty destroyed was valued at $190,000,000, the 
insurance covering it amcunted to about $100,- 
000,000, and 201 insurance companies were in- 
volved. Of 
bankrupt, and some of 


these, sixty-eight were rendered 
the others were forced 
into compromise settlements with their policy- 
total of about $44,- 
out, and but twenty Massa- 


holders. In the end a 
000,000 was paid 
chusetts companies were able to survive the dis- 
aster. The heaviest loser among the surviving 
New England companies was the Springfield 
Fire and Marine Insurance Company, which, 
for the first time, faced obliteration, as the loss 
inflicted upon it was almost equal to its entire 
capitalization. 

While the 
erty in Chicago, the board of directors met in 


flames were still devouring prop- 


special session to decide what course should be 
followed and it was moved that the company 
pay full. At a later meeting of 
the board it was unanimously decided to repair 


all lesses in 


the capital of the company by assessing the 
stockholders 65 per cent. 
The prompt action of the Springfield Fire 


the Chi- 
its poli- 


and Marine in meeting its losses in 
cago tire created a great demand for 
cies and made its representation eagerly sought 
by agents. The record for the year 1872 was 
considered most satisfactory until the month of 
November brought the Boston fire which com- 
loors. 


An- 


Was 


pelled thirty-two companies to close their « 
\gain the Springfield met heavy losses. 
other assessment, this time of 30 per cent, 
found necessary and unanimously accepted ; and 
although the second disaster occurred so soon 
after the Chicago fire, the obligations were set- 
tled promptly and in full. 

On April 18, 1906, came the news 
which followed the earthquake in San Fran- 


»f the fire 


cisco and involved approximately $235,000,000 
In this catastrophe the loss sus- 
and 
Fortunately, a 


of insurance. 
Marine 
net 


the Springfield Fire 
to $1,639,063. 


surplus of a half million dollars in excess of 


tained by 
amounted 


its entire losses in the burned district enabled 


7 


meet the and the 


usual semi-annual dividend was declared. 


the company to payments, 


Tue Late A. Wittarp DAMON 

ability and prominence 
the 
Much was accomplished 
Willard Damon, 
and 


Many men of have 


given of their best to further aims and 
ideals of the company. 
under the administration of A. 
late 
\larine, who was head of the organization for 
When 


in 1895, the assets of the company totaled 


president of the Springfield Fire 


twenty-nine years. Mr. Damon took 


yHICe 


W ays 


$3,581,151, and the annual premium income 


approximately $1,776,048. At his death on 
January 7, 1924, the former figure had in- 
creased to over $22,000,000 and the latter had 
risen to more than $13,co0,000. The financial 
statements of the company, made during his 


regime, give eloquent testimony to his wise and 


careful direction of the company’s affairs, and 


the vast 


of 
surplus built up under his management make 


accumulation assets and large net 


it extremely unlikely that assessments on cap- 


ital stock, such as followed the Chicago and 
Boston fires, will ever again be made. In- 
dicative of the scope of Mr. Damon's interests, 
while president of the Springfield Fire and 


Marine, is the fact that prior to his demise he 
was a the Third National Bank 
of Springfield, the Springfield Street Railway 
Company, the Holyoke Water Power Company, 
Cheney-Bigelow Wire Works and the First 
Reinsurance Company of Hartford. He had 
been president of the National Board of Fire 


director in 


the 


Underwriters in 1910 and I9It and was a 
trustee of the Springfield Institution for Sav- 
ings and the New England Investment and 


Security Company. 


BULKLEY 
For death, Mr. 
Damon had left much of the executive direc- 


PRESIDENT GEORGE G. 
several years before his 
tion of the company in the hands of the capable 
vice-president, George G. Bulkley, 
only natural that Mr. Bulkley should succeed 
to the presidency. George G. Bulkley was born 
in 1871 at Rocky Hill, Conn., and received his 
Hartford. 
the 


and it was 


education in the public schools of 
He is directly descended from two of 
earliest and most prominent Massachusetts set- 
tlers, namely, Rev. Peter Bulkley of Concord 
and Edmund Freeman of Sandwich. Turning, 
in 1892, to the calling in which he was to 
achieve distinction, Mr. Bulkley began his in- 
surance career as a clerk in the office of the 
Hartford. this post 
until January, 1902, then appointed 
special agent for the London and Lancashire 
and the Orient, and served in the middle depart- 
ment, with headquarters at Lancaster, Pa., for 
1900, 


Orient of Remaining at 


he was 


five years. Following this, in October, 
he went to Hartford to take care of the West- 
ern New England field for the same principals. 
When E. H. Hildreth assistant 
secretary of the Springfield Fire and Marine in 
1911, Mr. Bulkley was called to take his place 
in the field, becoming special agent for the com- 


was elected 


pany. His underwriting experience, gained in 
the Middle States, had fitted him for the work 
in which he now became engaged, and in 1012 


he was elected assistant secretary. This was 
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jollowed by his rise to the post of second vice- 
president in February, 1917, and in 1919 he 
was made vice-president. THis election to the 
presidency of the Springfield Fire and Marine 
is dated January 14, 1924. 


Vice-PRESIDENT WALTER B, CRUTTENDEN 
Walter B. Cruttenden, who succeeded Mr. 
Bulkley as vice-president of the organization, 
was born in Madison, Conn., and, after being 
educated in the public schools of that city, 
attended Hill House High School at New 
Haven. Matriculating at Yale University, he 
was graduated in 1894, and in 1896 received his 
LLB. from the law department. Being ad- 
mitted to the Connecticut bar in that year he 
acquired further honors and in 1897 his Alma 
Mater conferred the degree of M.L. upon him. 
After actively practicing law for two and a 
half years in New Haven, he entered the home 
ofice of the National Fire of Hartford and 
worked there and in the Western New Eng- 
land field until June, 1912, then becoming special 
agent for the Springfield Fire and Marine in 
the same He elected assistant 
secretary of the company in March, 1919, and 
held that post until his promotion to the vice- 


section. was 


presidency. 

The unshakable financial stability of the 
Springfield Fire and Marine is apparent from 
a glance at its monetary statement as of Decem- 
her 31, 1923. During 1923 the company wrote 
net premiums of $13,120,918; had a cash cap- 
ital of $3,500,000: and had a surplus over cap- 
ital and liabilities of $4,951,092. The total 
assets had increased from $10,949,929 in I914 


to an aggregate of $22,473,006 at the close of 
1923. 
Mutzenbecher Suit Dismissed by Court 


The Mutzenbecher suit, brought by the Ham- 
burg Insurance Company against the shares of 
of the International Insurance 
Company of New York; Ballard, 
president of the company; Crum & Forster; 
Thomas W. Miller, as Alien Property Custo- 
dian, and. Frank White, as Treasurer of the 
United States, was recently dismissed by Judge 
Hand, in the United States District 
Court for the Southern District of New York. 
The suit the above 


named by the Hamburg company, which en- 


capital stock 
Sumner 


Learned 


was forwarded against 
deavored to recover the stock of the company, 
sold during the war to Crum & Forster and 
later resold to Mr. 

The suit, as dismissed by the court for lack 


3allard. 


ot merit, upheld the government war-time sale. 


Three Foreign Insurance Men Visit 
United States 

Sterling Offices, 

New York this 

week for a sojourn here of several months. 

A. Rendtorff, also of Sterling Offices, Ltd., 
will sail on the Majestic, May 7, for this 
country. At the time of Mr. Rendtorff’s de- 
parture, Arthur E. Morgan, managing director 
* the Autocar Fire and Accident Insurance 
Company of London, will arrive in New York. 


R. W. 
Ltd. of 


Reid, secretary of 


London, arrived in 


THE SPECTATOR 





TO CLASSIFY BROKERS 
Virginia Department to Require Specific 
Information 


RicHMonp, Va., April 28—Beginning May 
1, when the annual licenses expire, the Vir- 
ginia Bureau of Insurance, under Hon. Joseph 
Button, Commissioner, will make every effort 
possible to classify insurance brokers in strict 
accordance with the terms of the Virginia law. 

Before any new licenses will be issued, or 
any old licenses renewed, the Bureau of Insur- 
ance will require each applicant to fill out a 
questionnaire setting forth his name, address, 
the details of his business, including other busi- 
previous 
and 


insurance, 
business, 


conducted hesides 
experience in the insurance 
whether he expects to operate as an individual, 
as a member of a firm, or as a stockholder in 


nesses 


a corporation. 

The Bureau of Insurance, in issuing the ques- 
tionnaires, calls attention to the fact that the 
iaw prohibits placing of insurance with non- 
admitted carriers, or agents. Each nolicy cov- 
ering insurance in Virginia, other than life, 
must he placed with a licensed company or 
licensed agent, and each policy, other than life, 
must be countersigned by a resident agent. 





Prepare for “Indiana Insurance Day” 

INDIANAPOLIS, INp., April 28.—Plans 
Indiana Insurance Day in 1925 were formally 
begun at a meeting of the general and execu- 
tive committees held in Indianapolis, Monday, 
at the Hotel It was the first formal 
meeting in connection with the convention next 


for 


Lincoln. 


year. 
Members of the 

elected Frank M. Chandler, general chairman, 

and Joseph G. Wood, secretary. Chairmen of 


committee unanimously 


the various sub-committees were selected as 
follows: Entertainment, Raymond C. Fox; 
publicity, H. L. Barr; speakers, C. D. Lash; 


registration and badges, J. W. Stickney: re- 
Forry; program, Elbert Storer; 
W. L. Forman; finance, 
Russell T. Byers: banquet, C. L. Vaile, and 
ladies, Mrs. C. O. Bray. 


Indianapolis was chosen as the city for the 


ception, I*. Tl. 


advertising display, 


convention next year, although it was recom- 
mended that it might be desirable to hold sub- 
in the State. 
were ap- 


sequent conventions in other cities 
The dates of January 19, 20 and 21 
proved and adopted, although they will be sub- 
ject to change in the event of unforeseen con- 
tingencies. 


North American National to Reinsure 

es Mornes, Iowa, April 28.—At a meeting 
of the stockholders of the North American Na- 
tional Fire Insurance Company, held in the 
office of the organization April 24, it was voted 
unanimously to accept the proposition of the 
Minneapolis Fire and Marine Insurance Com- 
for the the company’s 


The proposal was made to the North 


pany reinsurance of 
risks. 
American National by Walter C. Leach, secre- 
tary of the Minneapolis concern, formerly a 
member of the board of directors of the North 


American. 


Fire Insurance 








AGENTS EXCITED 


St. Louis Representatives Appalled at 
New Union Move 


ENFORCEMENT OF RULE DOUBTED 


Most Mound City Agents Do Not Believe 
Western Union Can Hold Its Mem- 
bership in Line 
Sr. Louts, Mo., April 28—And so it is St. 
Louis insurancedom has not fully recovered 
from the shock experienced when the Western 
Union’s big shell struck in the vicinity of Fourth 
and Pine streets about 3 p. m., Friday, April 
18, but when it does Chicago, New York and 
London can expect to see some big anti-air- 

craft artillery put into action. 

For unless the Western Union’s shell proves 
to be a dud, and a real attempt is made to take 
St. Louis out of the excepted city class on 
July 1, to enforce the separation of agency 
and other drastic rules promulgated for the 
Mound City the companies that are affliated 
with the Union can expect a real battle. St. 
Louis agents are not going to permit their 
business to be pulled down from over their 
heads without raising their voices in protest. 

Many agents do not expect a real attempt 
to enforce the ruling, saying that a year ago 
the Western Union was unable to control its 
membership and force them to live up to the 
July 1 agreement. They blame the Western 
Union for the failure the 1923 compact, 
which undoubtedly would have settled the 
Mound City difficulties satisfactorily for all 
concerned companies, agents and public. 

A strict enforcement of the Western Union’s 
rules for St. Louis would mean financial ruin 
for several very large agencies that have been 
built upon These 
organizations have very expensive clerks, ser- 


of 


big brokerage business. 
vice engineers and other experts needed to fur- 
nish modern service to their clients, and should 
their income be reduced 33 to 40 per cent, as 
the Western Union contemplates, it will simply 
mean they will have to close up shop. They 
cannot continue on their present scale under 
the new rules, for the business they now ob- 
tain from brokers will not come into their 
office if the Bureau and unaffiliated agencies 
continue on the present basis of commissions 
and contingent fees. It is doubtful if they 


will be loyal enough to the Western Union 


companies to sacrifice their financial life to 
continue with their companies. 
Manager of the Caledonian to Visit 
United States Branch 
General Manager R. Hill Stewart of the 
Caledonian Insurance Company will pay a 


visit to the United States office of the com- 
pany during the latter part of May. Mr. Hill 
decided to make the visit to this country at the 
suggestion of United States Manager Charles 
H. Post, who is anxious for Mr. Hill to see 
the great improvement of the Hartford office 
over the former New York office. 
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INSURANCE: 


A Practical Exposition for the 


Student and Business Man 
By T. E. Youne, B.A., F.R.A.S. 


Third Edition—Revised and Enlarged 








Mr. Youne’s book is a lucid, simple exposition of the principles 
and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 
In the TairD EpitIon the author has taken pains to elaborate the 
work, more particularly in reference to his own views upon the 
limitation of risks, while a simple explanation has been furnished of 
the force of mortality. 

$3.25 


Price, Third Edition, 424 pages = 





Insurance Office Organization 
Managements and Accounts 


By T. E. Younc, B.A., F.R.A.S., and RicHarp Masters, A.C.A. 
Second Edition—Revised 


This book will be found to be a valuable guide to the proper 
organization and conduct of an insurance company. In it Mr. 
YOUNG points out the best methods to be followed in the formation 
and management of an insurance company’s staff, and the most 
systematic and economical administration of its business. The 
practical features relating to the operation of a company are com- 
prehensively discussed. 

The general principles of bookkeeping are also treated by Mr. 
YOuNG, and are elaborated in succeeding chapters by Mr. MASTERS. 
The general, life, fireymarine and accident departments are taken up 
separately, and the necessary books and accounts illustrated and 
described in detail. 

This work should be invaluable to anyone contemplating the 
establishment of a new insurance company, or who wishes to im- 
prove present bookkeeping methods. It contains 150 pages and is 
bound in cloth. 








Price, post paid, $2.00 


Principles of Insurance. By J. E. Exe. A book which 
will aid in a clear understanding of the principles and practices of 
accident, fire, marine and life insurance. 

Price, post paid, $1.50. 








Accountancy. By Francis W. PIXLEy. An entirely new 
work dealing wich Accountancy from a theoretical and practical 
point of view. The latest exposition of the science. 318 pages 
cloth. Price, post paid, $2.40 

Pitmans Secretary’s Handbook. A complete secretary's 
manual prepared by HERBERT E. BLAIN. It covers secretarial 
work thoroughly for public and private institutions and for indi- 
viduals. (Second Edition, revised, omitting joint stock secretary- 


ships.) Price, post paid, $2.50 





Principles of Marine Law. By Lawrence DuckwortH. A 
knowledge of Marine Law is of the utmost importance to all those 
who are in any way connected with marine insurance or the ship- 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 





Office Organization and Management. By LAWRENCE R. 
DicksEE, M.Com., F.C.A., and H. E. BLain. This volume gives in 
detail, with the aid of specially selected illustrations and copies of 
actual business forms, a complete description of management and 
organization under the most improved and up-to-date methods. 
315 pages, cloth. 

Price, post paid, $3.00 


SOLE SELLING AGENTS of the above works for the Insurance world 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 





INCOME INSURANCE 
SPECIALISTS 


Opportunities for Salesmen in 47 States 
Address H. A. LUTHER, 2d Vice=Pres, 


NORTH AMERICAN ACCIDENT INSURANCE (0, 
Chicago, III, 


209 S. LaSalle St., 











ACACIA MUTUAL LIFE ASSOCIATION 


Insurance in Force Over $158,000,000.00 
Assets Over $10,000,000.00 


We issue all Standard Forms of Old Line Legal Reserve Policies 
at Net Cost to Master Masons only. 


To Agents who are Master Masons in good standing we offer: 
1. Liberal First Year Commissions 
2. Continuous Renewals—thus insuring an income for life 
to permanent Acacia Agents 
3. Real Home Office Cooperation 








WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C, 





























THE EUREKA LIFE INSURANCE COMPANY 


BALTIMORE, MARYLAND 


Incorporated 1882 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOSH. N. WARFIELD, Jr., Sec’y & Treas 
J. HOWARD IGLEHART, Medical Director 


JOHN C. MAGINNIS, President 
J. BARRY MAHOOL, Vice-President 


orennieiiiniaionaatioat 











HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“tone of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


GEO. A. CHASE, President BALTIMORE, MD. 














B. L. TALLEY, Secretary 











NEW and up to date policy 
contracts. REAL SERVICE: 
to Policy holdersand Agents. 
NOT SO BIG to lose sight of 
individual Agents, and big 
enough to serve its Agency 
and Policyholders satisfac 
torily. SOME GOOD terri- 
tory in IOWA and SOUTH 
DAKOTA open for Agents. 


JAS. H. JAMISON, Pres't 





DES MOINES, IOWA 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life Insurance (0. 


Executive Offices, Wichita, Kansas 
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ay May 1, 1924 ; HE SPE TATO Fire Insurance 
nly ee ae — = 
Se e e 
Northern Assurance Building 
Prominent Insurance Center in Which Are Located the Offices of The Spectator, About to Enter on 
” the Final Quinquennium of a Quarter Century at This Location 
‘ates . 
THE SPECTATOR will soon enter canal tire 6th floor and half of the 7th. 
upon the final quinquennium ot A large section of one floor is 
- jeempiee years at me rem ‘ devoted exclusively to the mainte- 
C0. location on W ilham street, en nance of the Statistical Depart- 
Dy Til, ot Fulton sis Hew. Fore ve ment, continuously at work mak- 
When i February, 1905, this ing researches, and compiling and 
rma, journal moved ee the tien ial recording data concerning every 
— | vailing insurance district, many phase of every branch and kind of 


| believed the step of doubtful ad- 
ION | yantage, so far trom the heart of 
000.00 the business was Iulton — street 
000.00 thought tobe. Gradually, however, 


insurance. Modernly expressed, 
this is the Insurance Research De- 
partment of THe Spectator. An- 
other large section is devoted to 
the editorial department of THE 
SpecTATOR, including editorial ser- 


olicies the insurance business has assem- 
| bled in and around Fulton, John, 
offer: | William and Gold streets so that 
the location of THE SPECTATOR at 


vice, involving the reading of 


for life sl manuscript, editing and otherwise 
135-141 William street has become preparing for printing many pub- 
virtually the center of the insur- lications carrying messages of 
ance world o1 New York city, value to the layman as well as to 
D.C. instead of its remote northern the agent, broker, manager, actu- 
eee! = XtFermtity as Was the case twenty ary, student, clerk, underwriter, 





years ago. 


NY Within the past few years in- 
surance interests have erected a 


jumber of buildings for home office 


engiueer, promoter and investor. 
In still another part is main- 





tained THE SpECTATOR’s insurance 
; See library, embracing many thousand 
en ne ddan ane Joke volumes on insurance subjects, in- 
ataeals; others haying bean sequent surance reports, etc., many so rare 
as to be unobtainable, and repre- 


senting an almost priceless value. 


and remodeled. Maiden Lane and 
ance Liberty street are now about the 
S of most southerly points in which the 





ae ee ‘ Since the Equitable Life gave 
agency and brokerage business is Deets nae ee 
. : s ee ee ae up its important insurance library, 
ocated. ¢ : - : 
" following the fire which con- 





Some years ago » Norther : ‘di 

Bie " re ye ae ae the ; Northern sumed the old Equitable building, 
irector Assurance Company i 

ore See os London and the Prudential abandoned 

cal recognized the value of the loca- its endeavor to maintain an up 

- : ay : its < < « fe - 

tion chosen by = SPECTATOR . r : , 

). : € y THE SPECTATOR to-date library, THe Specrator’s 


two decades before and. acquire 
ide ) und, acquired Insurance Library has grown to 


be, because of the wide scope cov- 





tobe |} title to the building, renamed it 
* a” +4 bs . 
rica Northern Assurance Building and 











ial : 6 ‘se ered thereby, the most important 
moved some of tts fices 1 j 7 | 3 . 
= ne its offices into it. = insurance library in the country. 
( le Northern operate > ild- a, “ P 
MD. nei e ee ee ites the build ee For its patrons and subscribers 
ng ¢ occumes > > s . 
——— 8 and occupies the tenth and 4 4 THe Spectator has.set aside a ser- 
ay eleventh floors for its own. pur- : . 
policy tl es =. vice department where advertisers 
A joses, ¢ ugh its arger niet , 2 ? é 
ide I ut ig larger quar and others may readily receive ex- 
tof ters are still at 55 John street ‘Tt re a eee : 
it nie ae ait i — pert advice and information as to 
d big le United States brane f ; se Je? ‘ 
ency Nort 4 ; tes branch of the publicity and educational plans. 
a Or 1) Sstrance ty - , “ ¢ er ° c 
cow nour ne Company last Other divisions include the fol- 
year received in premi -¢ : ; 
uTH fan or ytinie premiums 6,100,- lowing departments: Accounting, 
ents, 75° ali aid losses ageregati AS ee F 
a ra - ae tosses aggregating Advertising and Printing, Ship- 
| $3,416,972. he asse = : 3 : 
ha ‘te = See of this ping, Circulation and, last but not 
pease ranch were reported as of Jan- least. the Field Department 


lary I, 1924, to be $9,025,828, sur- 
5 plus funds for the protection of 
policyholders hy ing $2,503,804. 

According to the latest home 
olice statement available, the sub- 
scribed capital of the Northern 
Assurance Company was £ 4,002,- 
“00, and the 


embracing a competent corps of 
traveling salesmen and_ corre- 
spondents. 

A courteous and trained staff is 
maintained to meet every re- 
quirement of the insurance world 
in the way of insurance literature. 

In February, 1905, commenting 
upon its move northward to its 
present location, THE SPECTATOR 


assets on January 1 


were £14,562,932. 


’ 


1923, 


0. During the twenty-year period 
u 21 waxes . 
nder_ review Tue SPECTATOR 











pas enlarged jts <nace fr : made the following prediction: 
ii MS space Irom time to | few vears fr a. aaa cea 
time until : : na few vears from now we ex- 

— Now it occupies the en- Tue NortHerN ASSURANCE BUILDING (Continued on page 39) 
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THE SPECTATOR 
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EVERY YEAR A RECORD YEAR 








Year Income Assets Paid Policyholders Since Organization 
1909 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 

1917 $758,923.85 $365,736.81 $1,307.881.83 
1919 $1,273,980.95 $654,673.66 $2,304 004.49 
1921 $2,374,671.38 $1,499,846.33 $4,234,599.59 


ss $2,891,874.11 $1,722,207.46 $5, 763,009.64 
$3,337,492.14 $2,119,695.57 $7,385,699.08 


Assurance Company 
KANSAS CITY, MO. 


19 
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Business Men’s 
W. T. GRANT, President 

















MORE THAN $28,500,000.00 


has been paid to Continental Policyholders or their benefi- 
ciaries as indemnities for loss of business time by accident, or 
for accidental loss of sight, limb or life, or for loss of business 
time by sickness. 

In every city of the Union and in Canada we are protecting 
many thousands of business and professional men. Continent- 
al Accident and Health policies sell and stay sold—good 
openings for the right man. 


CONTINENTAL CASUALTY COMPANY 


H. G. B. ALEXANDER, President 
General Offices: Chicago, U.S.A. 
CANADIAN HEAD OFFICE: TORONTO, CANADA 











MISS BINA M. WEST 


b f 
THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892 

Largest Fraternal Benefit Society for Women in the World 
A ‘‘Millionaire’’ Fraternal Benefit Society 
The Rates Are Adequate 
The Membership is over 251,000 
The Reserve Fund is over $17,000,000 
Its Business Standing is of the Best 
Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 
W. B. A. Health Centers in Every City 
Summer Camps and Clubs for Girls 
Has Junior Rose Courts and Cradle Roll for Infants 
Its Reviews are Social and Welfare Centers 
Write for information to 

MISS FRANCES D. PARTRIDGE 


Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mich 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


January 1, 1924 
Reserve for Unearned Premiums .............. $1,251,042.79 
MOtHer MMARIITICS:. ..<:.. 60:05. 55-0 a 6 a0 Seis eee ens 307,400.33 
BOAMBRE STN et cet so tote cts Oc stele oi asc erate re $500,000.00 
SUE SUEIIIIB 5 is osc ae s esc Ose o's 1,103,162.36 


Surplus to Policyholders................... 1,603,162.36 


MEN RES oss nos ws a )ue a Ge bw erect $3,161,605.48 


eu H. Palmer, President Wm. H. Palmer, Jr., Vice President 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary 
J.C. Watson, Treasurer J. M. Leake, General Agent 











LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN'S INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
$2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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A tornado never gives warning! 
—and what if it did? 


If any man knew that a tornado was to come his 
way the next day, what could he do? Could he 
fight it? Move his property? Protect it with a 
covering? If he were uninsured and entirely out 
of touch with an insurance agent, he would have to 
content himself with storing his valuables and 
furniture in the cellar, and then sitting down to 
await the inevitable. 


In soliciting Tornado Insurance keep 
this thought in mind—“‘A tornado never gives 
warning—and what if it did?’’ 


AMERICAN EAGLE 
FIRE INSURANCE COMPANY 


Home Office: Eighty Maiden Lane, New York, N. Y. 








HENRY EVANS Cash 
Chairman of the Board Capital: 
JAMES A. SWINNERTON One Miilion Dollars 

President 
“AMERICA FORE" 
New York Chicago San Francisco 














THE INSURANCE GUIDE 
AND HANDBOOK 


In Two Volumes—1922 Edition 


A Guide to the Principles and Practice of Insur- 
ance in Great Britain 


Volume I relates to Life Insurance, and deals with Forms of 
Assurance; Policy Conditions; Mortality Tables; Ordinary 
and Industrial Office Premiums; Reserves, Surrender Values, 
etc.; Under-Average Lives; Extra Risks; Distribution of 
Surplus; Titles; Mortgages; Investments; Tncome Tax; Ac- 
counts; Bookkeeping; Compound Interest Tables; Acts of 
Parliament; Stamp Duties. 370 pages. 

Volume II relates to Fire, Accident and Marine Insurances, 
and treats of the following phases thereof: Theory of Fire 
Insurance; Legal Aspects of Some Primary Principles; Subro- 
gation and Contribution; Loss of Profits Insurance; Settle- | | 
ment of Fire Losses; Fire Extinguishment; Historical Survey; 
Personal Accident, etc.; Employers’ Liability; Motor Insur- 
ance; Third Party and Public Liability; Burglary Insurance; 
Anatomy and Physiology (Elementary); Medical Terms and | | 
Synonyms; Fidelity Guarantees; Study of Marine Insurance, 
British Acts relating to insurance. 436 pages. \ 

These works are of interest to all students of insurance. They 

are substantially bound in cloth and can be obtained from The | | 

Spectator Company at the following prices: 


Single volume, $7.50; the two volumes, $15. 


THE SPECTATOR COMPANY 


Sole Selling Agents in America 


CHICAGO NEW YORK 
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NEW YORK SURVEYS 


The Insurance Society.—The last lecture 
in the course was given on Monday, the 28th of 
April, and Professor Kilduff of the New York 
University gave his final talk on the question 
of correspondence. The examinations will 
commence next Monday and for two weeks in 
the insurance educational world they will be 
the prominent thing before us. The Society 
will when it sends out the notice of the an- 
nual meeting and dinner for May 27, 1924, also 
send out a copy of the address on Woodwork- 
ers, by P. T. Tilley of the Royal Insurance 
Company. This is an excellent contribution 
mittee are such that 
rial on that subject. 

Can It Be True?—There are some things 
that make us pause to reflect, as a woman does 
One of these is the 


they would pass this 


when she passes a mirror. 
oft-repeated statement that the business of fire 
insurance does not pay—the investors, we pre- 
sume. We have heard this so much that we 
would be inclined to accept it were it not for 
the fact that those most deeply concerned 
apparently are willing to continue in business 
and seem occasionally to put more money into 
it. This “more money” may take the form of 


an addition to the capital of an already going 





Dye cult 
of Wetertowe ne ; 


71st 
ANNUAL STATEMENT 


JAN. Ist, 1924 


Capital........ $1,000,000.00 
Assets......... 8,296,360.91 
Liabilities. .... 5,263,063.00 


Net Surplus to 
Policyholders. 3,033 ,297.67 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 





New York State 
- F, Buell, General Agent, Tro 
E. J. Parmelee, S. A., Stren , 
H. H. Porter, S. A., Rochester 
G New England 
3e0. Shaw, General Agent, 116 Milk St., Boston 
- H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
W .,.. New York Suburban 
-P.Phillips, Exec.S. A., 1506 E. 17th St., Bklyn 














company, or it may take the form of buying 
up another company and enlarging its capital 
and surplus. Somehow or other we cannot 
quite make the two things fit together. After 
all there does come a time when even a wise 
person recognizes that a sieve does not hold 
water and he will therefore cease to pour water 
into it. 

We Are Painting Them Yellow.—It seems 
a little bit difficult to take up the idea that the 
should be abandoned in any case 
One im- 


color red 
where the fire matter is concerned. 
portant Western city has adopted the color of 
yellow for hydrants, we believe. This may 
mean the beginning of the trend in another 
direction and soon the use of red in connec- 
tion with fires may pass away. This means 
that all the writers on the subject will have to 
In all 


probability, however, the change will be help- 


commence studying up on other colors. 


ful because in this as in other things a new 
form of presentation will make an appeal when 
the old one has lost its force. 


CHICAGO AND THE WEST 

Opens Brokerage Service Department.— 
The Tokio Marine and Fire and the Standard 
of New York have opened a brokerage ser- 
vice department in Chicago, in charge of 
Barton F. Walker as manager. He will be 
associated with Harvey W. Murray, superin- 
tendent of agencies for the two companies, at 
19 South LaSalle street. Mr. Walker started 
with Fred S. James & Co. in 1914 and after his 
discharge from overseas service in the war, he 
went with the brokerage department of the 
tlome of New York. 

Liberty Fire Reinsurance Completed.— 
I‘'rank J. Matre of the Marquette National Fire 
Jefferson City, Mo., last week, to 
arrange for taking over the remaining liability 
Under the 


was in 


of the Liberty Fire of St. Louis. 
Missouri law, in case the entire business of the 
company is reinsured the transaction must be 
approved by the insurance departments of the 
States interested. When only part of the lia- 
bility is reinsured this is not necessary, and 
for that reason the Marquette National merely 
reinsured 50 per cent of the liability under all 
the risks of the Liberty Fire at the outset. 

Big Loss on Church Fire.—One of the 
heaviest losses so far this year in Chicago was 
that sustained in the burning of St. James 
Methodist Church, which is attributea to an 
overheated furnace. Insurance was $101,000, 
and the loss is total. The Northwestern Na- 
tional has $40,000; and the AZtna $20,000; the 
National Liberty $12,000; the Palatine and the 
Continental $10,000 each, and the Agricultural 
$9000. 

Memorial to Firemen.—At a special meet- 
ing of the Chicago Board of Underwriters, a 
fitting memorial for the eight members of the 
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fire department, who lost their lives in the 
Curran hall fire was adopted. 


BOSTON AND VICINITY 

Reciprocal Bill in Committee.—The Re- 
ciprocal bill, drafted by Commissioner Monk 
at the informal request of the joint legislative 
insurance committee, is still in the hands of 
the committee but the chances are that it will 
be referred to the next general court. A poll 
of ten of the members on a motion to that 
effect resulted in a tie vote. The unofficial opin- 
ions of the remaining five members of the com- 
mittee are such that they would pass such a 
motion, it is believed. 

Large Loss in Lowell.—lire gutted the 
Associate building in Lowell, spreading to four 
other buildings late yesterday, causing a dam- 
age estimated at between $400,000 and $600,- 
ooo. The lists of insurance are not as yet 
available. Captain Edward P. Cunningham of 
the Lowell Fire Department was killed by a 
falling wall and several others were injured. 

Forest Fires.—Forest fires are sweeping 
the South Shore, several small 
towns and many dwellings, at this writing. 


endangering 


Alabama Association Will Hold Twenty- 
Eighth Annual Convention 


The Alabama _ Association of Insurance 
Agents will hold its twenty-eighth annual con- 
Mobile, May 8-9, at the Battle 
House hotel. The convention is expected to be 


one of the largest and finest ever held in the 


vention in 


South. 
divided into eight sessions, each session being 


Lasting two days the meeting is to be 


devoted to the various phases of the business 
to be taken up. The first session, Thursday 
morning, will he occupied with addresses of 
welcome from the mayor of Mobile and the 
president of the association, and a number of 
committee reports. The afternoon sessions will 
be taken up with several six-minute speeches, 
the closing speech of the day to be made by 
I<dson S. Lott, president of the United States 
Casualty Company of New York. 


Eastern Union to Meet in Manchester 

The Eastern Union held its regular meeting 
last week at its headquarters, 135 William 
street, New York city., with President Wil- 
liam Palache presiding. 

The Union voted to hold its September ses- 
sion at Manchester, Vt., the week of September 
15, immediately following the meeting of the 
Western Union by one week, 
also held at Manchester. 

The rest of the session was devoted entirely 
to routine matters and the reports of various 
committees. Taken as a whole it proved to be 
a short meeting as it adjourned at 3 o'clock. 


which will be 
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If They Should Come Tonight— 
Are Your Clients Prepared? 


The safe-cracker conducts his business with an 
efficiency that would do credit to a better cause. 

He knows that if a merchant does big business 
on Saturday afternoon, it is often tmpossible to 
deposit the receipts in the bank until Monday 
morning. He has thirty-six hours in which to 
make his haul. If, occasionally, the merchant 
has sales during the week, the burglar knows that 
a considerable part of this business will be done 
after the closing hour of the banks and that the 
safe will probably well repay a visit that night. 

The burglar knows that there are certain days 
in the month when people pay their gas and 
electric light bills and that at this time he can 


probably make a clean-up. 

He knows that in practically every business 
there are certain times within the week or month 
when a larger amount of cash than usual is left 
in the safe overnight—and he times his visit 
accordingly. 

The truly ““‘burglar-proof” safe, like the ‘‘fre- 
proof’ building and the “‘unsinkable” ship, is 
yet to be built. The safe, tough enough to resist 
a charge of nitroglycerin, will usually crumble 
under an oxy-acetylene flame. Watchmen can 
be overcome; burglar alarms circumvented. 
The one sure way to make sure of not losing what 
is in the safe is to insure. 


SELL TRAVELERS MERCANTILE SAFE BURGLARY INSURANCE! 
It pays for what the burglar takes and also for what the burglar 
destroys. Sell enough of this insurance to cover the amount of cash your pros- 
pect will have on hand after his busiest day. Then is when the burglar will call. 


It costs only a few cents per thousand per day; it can be easily 
sold on the first interview. 


THe TRAVELERS INSURANCE COMPANY 


Hartford L. F. BUTLER, PRESIDENT 


THe TRAVELERS INDEMNITY COMPANY 
Connecticut 


T H E TRAVELERS 


ACCIDENT, LIFE, LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, 


COMPENSATION, GROUP, BURGLARY, PLATE GLASS, AIRCRAFT, MACHINERY 
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An Analysis of Automobile Fatalities in the 


United States 


By H. P: 
Manager, Automobile Department, National 


Approximately 15,700 lives were lost in 


motor-vehicle accidents (exclusive of grade 


crossing collisions between motor vehicles and 
trains) in the United States during 1923, an 
increase of nearly 2000 over the record of 1922. 
If the grade crossing fatalities are taken into 
account, the total of motor vehicle deaths for 


1923 exceeds 17,000. In other words, motor- 


vehicle accidents, exclusive of grade crossing 
collisions, took an average daily toll of forty- 
three lives during the last year, as compared 
to thirty-eight during 1922. 

the National 


by the automobile department 


This estimate was made for 
Safety Council 
of the National Bureau of Casualty and Surety 
Underwriters on the basis of statistics supplied 
by the health officers of 135 American cities, 
ite population as of July 1, 1923, 


The cities included in the study 


with an aggreg< 


of 30,1285 





Irom 25,000 population upward, 
the entire 
embrace nearly one-third of the entire popula- 
tion of the United States. 
able to suppose, therefore, that the indications 
are representative of the whole 


range in size 


scattered over country, and 


are 
It is entirely reason- 


of those cities 
nation. 

The 19-3 automobile death rate for the 135 
13.4 per cent higher than 
Ap- 
plication of this factor of increase to the 1922 
country-wide death 


cities studied 
the 


Was 


1922 death rate for the same cities. 


rate of 12.5 


per 
population produces a 1923 country-wide death 


of 14.2 


100,000 
rate This death rate multiplied into 
of the United States as of July 
estimated at 110,663,502 by the Bureau 


the population 
I, 1923- 
of the Census—produces a total of 15,700 
deaths. This assumes that the rate of increase 
in motor-vehicle accidents was no greater in 
rural districts than in cities, which is doubht- 
ful, because while many cities have through 
successful safety campaigns been able to cut 
down the number of their automobile accidents, 
no such campaigns have thus far been conducted 
by rural communities. 

The 1923 accident reports 


health 


the 
referred to 
wove, separated the fatalities into two age 


submitted by 


ofhcers of the cities 


135 


groups—under fifteen years, and fifteen years 
and over. The data showed that 32 per cent 
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PICURE 1 


Prepared 


During 1923 


STELLWAGEN 


Bureau of Casualty and Surety Underwriters 
of the total fatalities were children under iii- 
This percentage applied to 


teen years of age 


the country-wide estimate indicates that 5000 
killed last automobile 


accidents over the country. 


children were year in 


Figure I shows the growth of automobile 
ies in the United States for a period o 


The 








ee 
fatail 


f 
venteen years. increase in that period 


of time has been more than twenty-fold. 

It will appear from Figure 11 that for the 
past three years the automobile has caused more 
deaths than all other vehicles put together, that 
is, more than steam trains, street cars, horse- 
drawn vehicles, bicycles, etc. As a matter of 
fact, the automobile has risen from practical 
obscurity to first place as a cause of accidental 
death within a period considerably less than 
one generation. 

Fortunately, the increase in automobile fatali- 
ties has not kept pace with the increase in auto- 
mobile registration. It will be evident from 
Figure 111 that there has been a steady decline 
in the last nine years in the death rates cal- 
culated on the basis of automobile registrations. 
The 1923 death rate per 10,000 automobiles reg- 
istered is only about half the 1916 death rate 
calculated on the same basis... However, small 
comfort from the 
the death rate calculated on the basis of regis- 
that automobile 
in absolute num- 


can be derived decrease in 


tration when it is realized 
deaths are increasing to-day 
bers at the rate of 2000 a year. 

The foregoing figures are bad enough, but 
tell the full auto- 
According to the system of 
the United States 
Bureau of Census and by health officials gen- 


even they do not story of 


mobile deaths. 


classification adopted by 
erally, fatalities which arise from collision be- 
tween automobiles and railroad trains and trol- 
ley cars are classified under railroad or trolleys 
than 
vear there is a considerable loss of life at rail- 


cars, rather under automobiles. Every 
road grade crossings, and in the popular mind 
at least, the automobile must be charged with 


Accord- 


ing to the statistics of the Interstate Commerce 


the responsibility for most of them. 


Commission, the following occupants of auto- 
mobiles were either killed or injured in grade 


crossing accidents: 





VEHICULAR ACCIDENT DEATH RATES IN THE U. S$. 1907 - 1925 


| all Other Vehicles" includes: 
Steam and electric railways, 
Horse-drawn vehiolws, and 





















8 Bicycles and motorcycles. 
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OUR WASHINGTON LETTER 
Fitzgerald Bill Reported Out of 
House Committee 


USE STEAM ROLLER TACTICS 
Sentiment Against Government Compensa= 
tien Monopoly Said to Be Growing— 
No Action Expected at This Session 

Wasurncton, D. C., April 28—Steam-roller 
tactics in committee, very similar to the method 
followed in getting the District of Columbia 
workmen's compensation bill before the House 
at the last session of Congress, last week re- 
sulted in the House district committee voting 
9 to 4 to make a favorable report on the Fitz- 
gerald bill providing monopolistic State-fund 
insurance and compensation. 

Strenuous moments prevailed in the commit- 
tee while the bill was under consideration. The 
measure originally was in the hands of a sub- 
committee, from which it was reported to the 
full committee with the implied understanding 
that an opportunity would be given for amend- 
ments before a report was made. Proponents 
of the Fitzgerald bill, however, outnumbered 
the opponents when the measure was taken up 
in the committee, with the result that it was 
voted to report it without change. 

The whole fight, of course, was over the 
question of monopolistic control. Several mem- 
bers of the committee put up a vigorous fight 
against the Fitzgerald bill, but were outnum- 
bered, and when the final vote on reporting it 
was taken those who voted against it were 
Underhill of Massachusetts, 
Texas, Gilbert of Kentucky and 
Representative Blanton gave 


Representatives 
Blanton of 
Kunz of Illinois. 
notice that he would file a minority report in 
the House. 

The sub-committee report 
Representatives Keller of Minnesota, Fitzgerald 
of The sub-com- 
been divided during debate, two 


was signed by 


Ohio and Kunz of Illinois. 
mittee had 
and two, and Representative Kunz threw his 
vote in favor of reporting the bill to the com- 
mittee with the understanding that he would 
(Concluded on page 17) 


Year 


Killed Injured 

0 1,262 4,025 
eR eee EEN Ee 72 1,359 4,493 
COSHIMAIOR 3 ce ne ucaceuees 1,500 5,000 





the grade crossing fatalities for 1923 be 
added to the estimate of 15,700, the complete 
total is above 17,000. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Phijadelphia, Pa. 


Assets - - - - $3,869,053.52 
Capital - - - - 750,000.00 
Surplus . . - - 669,915.11 
Voluntary enetenene Reserve 200,000.00 
Reserves - - 2,249,138.41 


RE- INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct;writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 














THE LEADING FIRE COMPANY 





AGENTS WANTED TO SELL 


KEYSTONE TOURIST PERSONAL 
AUTOMOBILE ACCIDENT POLICY 


Covers All Injuries 


While riding in, operating, adjusting, cranking, 
demonstrating, in. consequence of being knocked 
down, struck, run over, or by the burning or explosion 
of an automobile. 


This Policy Also Covers The Following Accidents 


Injuries caused by a burglar or robber atte mpting 
to rob by force in the home, office or on the street. 
While in or on any public conveyance, or while 
riding in a passenger elevator, or while in any burn- 
ing building (except shop or factory) if burned by 
fire or suffocated by smoke, or while getting on or 
off or being on the step or platform of any con- 
veyance specified in Part B of Section 1, or while 
walking on the street or sidewalk if struck by a fall- 
ing sign, awning, brick or other debris from a building 
not under construction or repairs. 

Accidental Loss of Life............. } 
Accidental Loss of Both Hands..... $1,000.00 
Accidental Loss of Both Feet. . 
Accidental Loss of One Hand or Foot. 500.00 
Weekly Benefit—-26 Weeks.......... 25.00 
Partial Disability (2 Months)....... 12.50 
Policy also provides $15.00 weekly additional 
benefit for confinement to hospital. 


ENTIRE $7.50 COST 
COMMONWEALTH CASUALTY COMPANY 


Oldest Philadelphia Casualty Company 
Intermediate Department, 
Fuller Building, Jersey City, N. J. 
This policy also issued to: hired chauffeurs, taxi- 


cab, auto, bus, ambulance, fire and police de- 
partment, trucks or commercial drivers. 

















7 HAMPTON ROADS 


FIRE 4 MARINE 
Insurance Company 


NORFOLK, VIRGINIA 


Address Hom: Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MORIN, 


Vice-Pres. and 
Secretary 


President Managing Under. 


Fire Dept. 











Journal of the Institute of Actuaries 
Volume I 


Contains reports of the proceedings of the Institute of Actua- 
ries of Great Britain and Ireland, covering the first eight ses- 
sional meetings; also much other insurance information of in- 
terest to actuaries and students of the insurance business. 

The matter embraced in this volume of 514 pages was first 
printed in The Assurance Magazine, in 1850 and 1851, which 
went out of print many years ago. ‘The present edition of 
Volume I is a reprint of the old issues of The Assurance Maga- 
zine containing the proceedings of the Institute of Actuaries, 
substantially bound in cloth. 

Price of Volume I, $25. 

Later volumes of the proceedings of the Institute, up to and 
including that of Part I, dated March, 1923. 

The Parts differ in size and price. 

Correspondence invited. 


THE SPECTATOR COMPANY 


Sole United States Agents for C. & E. LAYTON, of London 
CHICAGO NEW YORK 
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EXPECT DECISION ON RATES 


Controversy Over State Fund Differential 
to Be Settled by Governor Pinchot 


PHILADELPHIA, Pa., April 
Pinchot has promised the insurance men of 
ania to reach a definite decision with- 
on the question of workmen’s com- 


28.—Governor 


Pennsylv 
in a week, 
pensation rates insofar as the 10 per cent dif- 
erential enjoyed by the State workmen's in- 
surance fund is concerned. 

John Kent Kane, Philadelphia manager of 
the United States Fidelity and Guarantee Com- 
pany and chairman of the volunteer committee 
of agents and brokers, which committee con- 
sists of sixty members, and representing insur- 
ance men from every quarter of the State, has 
received a letter from Governor Pinchot stat- 
ing that “within the next week a definite deci- 
sion will be reached.” With his letter he 
encloses a brief from Gabriel H. Moyer, man- 
ager of the State Fund, dated April 24. As 
was expected, Mr. Moyer has not given any 
consideration to the original intent of the 10 
per cent differential and believes that it would 
be disastrous to the State Fund to have this 
differential in rate removed. The concluding 
paragraph in his reply to the brief filed with 
the Governor by the volunteer committee reads 
as follows: 

My answer is that I find nothing in this sec- 
ond brief of the committee that indicates that 
any of my facts are wrong, and as to my legal 
conclusions, I have their own statement that 
the Insurance Commissioner has the authority 
in the exercise of his discretion to allow the 
10 per cent differential, which seems to me to 
establish the fact that my legal conclusions 
were correct, and that this entire discussion of 
the legal aspect is irrelevant. 

Just what action will be taken by the in- 
surance men of Pennsylvania depends upon the 
final decision of the Governor, who, it will be 
remembered, ordered Insurance Commissioner 
McCulloch to restore the 10 per cent differ- 
ential to the State Fund after he, Mr. McCul- 
loch, had removed it by the exercise of his dis- 
cretionary right under the law. It is safe to 
assume, however, that, regardless of what the 
decision of the Governor may be, the fight 
against State insurance in Pennsylvania is only 
starting. 





Our Washington Letter 
(Concluded from page 135) 


be permitted to offer an amendment allowing 
competitive business in handling the insurance. 

When the bill came up in committee and 
Mr. Kunz sought to offer his amendment he 
was voted down 7 to 6 and was also unsuccess- 
ful afterwards in having the committee vote 
to reconsider the measure. 

As a result of the tactics adopted in com- 
mittee, by the proponents of the Fitzgerald bill, 
there will he a big fight on the floor of the 
House if the measure is taken up before ad- 
journment. Sentiment against the monopolistic 
teatures of the bill is growing, opponents of 
the measure declare, and there is now an even 
stronger sentiment against them than during 
the last session. when it was voted to substitute 


the Underhill competitive bill for the Fitz- 
gerald monopolistic one. 

It is not likely that the measure will get 
anywhere during the present session. It is 
planned to have Congress adjourn by June 1, 
leaves less than six weeks for enact- 
ment of business. There is some talk of com- 
ing back after the conventions, but it is not 
believed that there will be return until 
December. That will be for the short session, 
well occupied in 


which 


any 


during which time is pretty 
enacting appropriation legislation for the opera- 
tion of the Government. 

Liberal 


Commonwealth Casualty Issues 


New Policy 

New features in automobile accident cover- 
age are embodied in the Keystone Tourist 
Policy just issued by the Commonwealth Cas- 
ualty Company, Philadelphia, Pa. All the pro- 
visions of the standard automobile accident 
policy are included in this new coverage offered 
by the Commonwealth Casualty, and does not 
exclude protection to the policyholder while a 
passenger in a taxicab or livery automobile. 
Another extra feature of this policy is its in- 
surance against hold-up by a burglar or rob- 
issued to hired 


buses, 


Furthermore, it may be 
drivers of 
ambulances, fire and police trucks or commer- 


ber. 
chauffeurs, taxicabs, auto 
cial vans, such applicants being acceptable by 
special indorsement at the same yearly pre- 
mium of $7.50 for $1000, and under the same 
conditions, with 60 per cent of the complete 
policy benefits. 

The Commonwealth Casualty’s Intermediate 
Department in the Fuller building, Jersey City, 
N. J., has co-operated largely in the develop- 
ment of this new automobile accident policy 
of exceptionally broad coverage. This depart- 
ment will push the sale of the policy and ex- 
pects its agents to meet with exceptional suc- 
cess in finding a ready sale for such insurance. 





New York Federation Convention to Differ 
from That of Last Year 


The regular annual convention of the In- 
surance Federation of New York is to be held 
this year in Syracuse, May 16 and 17, at the 
Hotel Onondaga. 

The executives of the Federation have de- 
to conduct this convention along far 
than has been the custom of 
Two convention and entertain- 


cided 
different lines 
past meetings. 
ment committees have been appointed to make 
this meeting one of the largest, if not the 
largest, on record. A banquet is to be given 
at the Hotel Onondaga, with two very note- 
worthy speakers for the occasion. Entertain- 
ments are to be special features of the conven- 
tion, and the committee appointed to arrange 
these events is already hard at work procuring 
talent. This convention will differ to some 
extent from previous ones, in that the latter 
have been held at Albany and devoted entirely 
to business. As a result they have had a very 
limited attendance. 





States National Life and Casualty 
in Minnesota and Colorado. 
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FORM PLATE GLASS COMPANY 
Chicago Brokers Organize New Century 


Casualty 


Cuicaco, Itt., April 28—The New Century 
Casualty Insurance Company of Chicago has 
been organized by insurance brokers and agents 
who specialize on plate-glass- insurance. It 
will write no other line of business. The com- 
pany has a capital and surplus of $100,000 each, 
and will have its headquarters in the Insurance 
Exchange building. Albert Kahn, for fifteen 
vears a broker with Newburger & Co., is presi- 
dent, and L. A. Kraft, who has been plate-glass 
manager for Munger, Vokoun, Wetmore & 
Witherbee, is secretary, and will be in charge 
of the underwriting, having had eighteen years’ 
experience in the business. Louis Bomash, of 
the Independent State Bank, is vice-president, 
and A. J. Salomon, Salomon, 
Newburger & Co., and recently an independent 
adjuster, is treasurer. The twenty-five stock- 
holders are chiefly insurance brokers and agents 
and will furnish the new company with a large 
Agencies will be 


formerly of 


volume of desirable business. 
opened in the State later on. 


THE HANDY CHART FOR 1924 ISSUED 


Published Early Though Larger Than Ever 
Before 


That popular and very serviceable pocket 
reference work, The Handy Chart of Casualty, 
Surety and Miscellaneous Insurance Companies 
for 1924, has been published by The Spectator 
Company. This edition is larger than any of 
its predecessors, and presents statistics for 1923 
and nine previous years for eighty-four stock 
companies, and also data for a series of years 
for twenty-seven mutual liability and work- 
men’s compensation companies, the items given 
including capital, liabilities, reserves, 
surplus, premiums, total income, losses paid, 
dividends paid, expenses of management and 


assets, 


total expenditures, with ratios of losses, ex- 
penses, and both combined to premiums. 

A classification table exhibits the net 
miums written and losses paid by the stock 
companies listed in the main tables, for each 
class of business transacted by each of the re- 
spective companies. 

Other features are exhibits, 
showing the underwriting income earned, losses 
incurred, expenses incurred, underwriting profit 
or loss, with appropriate ratios and gain or loss 
in surplus in 1923; a table embracing companies 
not listed in the main tables, and giving essen- 
tial items from their latest statements: a table 
of workmen’s compensation premiums, losses, 
loss reserves, claims and ratios for 1923 and 
for the entire periods covered by each of the 
companies tabulated; a table of aggregates ; list 
of States in which companies operate; State in- 
surance officials, definitions of terms, etc. 

In the various tables about 300 companies 
are listed, including stock companies, mutual 
companies and_ reciprocal The 
Handy Chart contains seventy-two pages and 
cover, and sells at 75 cents per copy in manila 
binding, and at $1.25 in flexible pocketbook. 


pre- 


underwriting 


exchanges. 
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3---Dealing With Prospects 


In my two previous articles, I told you what, 
in my opinion, are the primary requisites for 
success in the sale of personal accident and 
health insurance. I also pointed out the value 
of a good first impression on your prospect: 
how to select prospects and the necessity for 
systematic effort in soliciting them. I described 
in detail the kind of a system you should use 
and which, incidentally, was learned in the 
hard school of selling experience. 


no better teacher. 


There is 


Srupy Your Prospect 

The next step is to study your prospect when 
you meet him. 

Some salesmen, perhaps most of those who 
call themselves salesmen, have the unfortu- 
nate habit of approaching every prospect in 
precisely the same manner. They have a more 
or less set speech with which they open every 
interview. That is wrong, very much so. 

In salesmanship one meets all kinds of men, 
from those who are easily approached to those 
who seem impossible to reach. 

But always remember one thing. There isn’t 
a man alive whose skin you cannot get under 
if you know how. The problem is to find 
And that can be done only by study- 
ing your man, studying him from the moment 
In that 
way alone can you expect to command his at- 
tention. 


the way. 


you walk into his place of business. 


Some men act quickly; others slowly, the 
latter class, however, being in the majority, 
when it comes to buying something intangible, 
such as accident and health insurance. 

Determine then, as soon as possible, into 
which of these two classes your prospect falls 
That is, if 
your man is a quick thinker and talks like- 
wise, you do the same. If he is one who 


and govern yourself accordingly. 


moves slowly, discusses the topics of the day 
with every caller, follow suit. 

But, you inquire, suppose I am unable to 
adapt myself to every situation I meet, what 
then? Well, frankly, we do not expect you 
to do so in every case, but through practice 
you should learn to harmonize yourself with 
the prospect in most instances. You can do 
it. Take the lawyer, for example. He learns 
to study the faces of jurors, so that he will 
know how to present his arguments. The 
orator does the same with his audiences. 

Every successful salesman is a student of 
human nature. He has to be. The minute he 
finds himself in the presence of his prospect. 
he unconsciously observes his (the prospect’s) 
every move, listens attentively—and all for the 


purpose of learning the best plan of attack. 


Your Approacn 


More sales are lost through an improper 
It is per- 
tectly obvious that if you cannot induce your 


approach than any other reason. 


prospect to listen, the best arguments in the 
world go for naught. 

Accident and health insurance is popular and 
is becoming more and more so every day, as 
is evidenced by the ever-increasing volume of 
business written in this country, yet there are 
still many people who continue to throw up 
their hands when approached on the subject. 
They do this because they are in total ignor- 
ance of what an accident and health policy 
really is or does. 

Your chief problem, therefore, is to get the 
arouse his 


prospect’s “ear” long enough to 


curiosity. Because, once you do that, your 
battle is better than half won, as it is com- 
paratively easy to make the rest of your pre- 
sentation sufficiently convincing to close the 
majority of persons you approach. 

Now, then, here’s the way to arouse that 
curiosity : 

First, we again recommend the use of the 
advance letter we outlined in the preceding 
article, because it in itself is going to cause its 
recipient to wonder what you are driving at. 
Secondly, and whether you use the letter or 
not, say to your prospect when you first call 
that you want a few minutes of his time to 
talk to him about protecting his income. Make 
1o mention whatsoever of either an accident 
You'll then 


find he will be glad to listen, as every man is 


and health policy or insurance. 


interested in his income and how to protect 
it. 

At this point, you should, of course, proceed 
to unfold your story. But before going into 
that phase of our sales program I want to 
drive home two things absolutely vital to your 
success, Viz.: 

First, whenever calling upon a prospect, keep 
in mind that you are just as important an in- 
dividual as he is and that your presence needs 
no apology. Second, it is most inadvisable to 
talk about the merits of your policy until you 
have first created a desire for it by showing 
why it is needed. 


UNFOLDING Your SToRY 
Having told your prospect that you want to 
talk to him about protecting his income, it will 
be necessary, in order to preserve the interest 
you have aroused, to comprehensively demon- 
strate how you can do it. 
tation, 


general idea. 


Your sales presen- 
therefore, must be built around this 


Begin by pointing out that every man’s in- 
come is dependent upon his time, indisputably 
the most valuable asset to us all, and that he 
To this add that 
later some physical or 


is no exception to the rule. 
mental dis- 
overtake him and, as a result, he 


sooner or 
order will 
will sustain a loss of time, which necessarily 
means a loss of income, no matter what his 
Then draw 
there is no 


financial circumstances may be. 
attention the fact that 


19 


to his 


power on earth that can prevent him from 
becoming disabled, but that there is one and 
only one—way in which he can guard against 
the monetary loss that accompanies every dis- 
ability and that is by buying the contract you 





have for sale. 

\t this point, pause. You have expressed 
yourself sufficiently to enable your prospect 
to get a clear mental picture of your proposi- 
tion. Now give him a chance to talk. What 
you want to find out right here is whether 
“sold” on the idea of protecting 
If not, you've got more work to 


or not he is 
his income. 
do before you begin explaining your policy 
benefits. They are secondary—always remem- 
ber that. 

In practically every case, your prospect, as 
a matter of habit, will offer a certain degree 
of resistance. But do not let that disturb you. 
We have a strong argument for every objec- 
tion he can raise and of which we will tell 
you in a subsequent article. 


Frr Your Pottcy to Your MAN 

We all know that every company offers a 
variety of accident and health policies. Why? 
lor the same reason that a haberdasher sells 
shirts, collars and gloves in various sizes. 
Each of these policies is supposed to meet a 
certain requirement and it is up to you, Mr. 
Salesman (vou have now graduated from the 
agent class, to find out as quickly as possible, 
in your first interview with the prospect, what 
his needs really are and then suggest and con- 
centrate on a policy form that fits them. 

\n agent (not a salesman) of several years’ 
experience recently remarked that he had no 
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accident and 


as really 


particular difficulty in selling 
health insurance, but added that he Ww ” 
“not getting anywhere,” because his lapses were 
so heavy. fle was discouraged. He had a 
right to be. What was the trouble? We sat 
down to talk it over and this is what we found 
Te the agent was a hard worker ; that he 
kept going, day in and day out; that if Smith 
turned | | on : that 
he had all the arguments at his fingers’ ends ; 
that he knew how and when to use them 


,im down he would call on Jones ; 


pUT—(and here is where his trouble lay)- 


seldom, if ever, did he take the pains to find 
out anything pertaining to the personal at- 


call 


fairs of a prospect betore making his 
Result: A misfit sale, by which we mean a 
vest ° é 2 

large or too small, or else the 


policy too 
yo form of policy altogether. 


wro 


His high-pressure succeeded in 


methods 


transforming the majority of Is prospects into 


many instances those who 


customers. But in 
bought proved to be only temporary patrons. 
Why? 


ered that the policy just didn't “fit” 


Because upon reflection they discov- 
that it 


was either too much of a load or that it didn’t 
provide the protection desired. 

This agent’s experience is a good lesson for 
manv salesmen. It requires a little more time 
to “et a line’ on your prospect in advance 
of your call, but it is time well spent. 
And that, after all, 


striv- 


It makes 


for a permanent business. 


is what every insurance man should be 


ing for. 
Sell your man right in the first place and 


he will stay with you—sell him wrong and he 


soon drops by the wayside. 
Usinc TrecunicaL TrErMs 


Avolp 


important is the necessity to use 


Equally 
plain and simple language in describing the 
benefits of your policy to the prospect, a lan- 
guage that [112 understands. 

George W. Perkins, conceded to be one ot 


the best salesmen of life insurance that ever 


lived, admitted the loss of a big case 
because he was too technical in presenting his 


used terms which, while thor- 


once 


proposition. Ile 

oughly familiar to him, were equivalent to a 
foreign language to his prospect. Upon re- 
turning to his office, he directed one of his 


men to “go over there and talk plain Eng- 
lish to that 


plication. 


fellow.” Result: The desired ap- 


This same mistake is made almost daily by 
the average solicitor of accident and health in- 
surance. And yet there is no real good rea- 
\Ve assume that he sim- 
that the 
insurance terms, 
The employment of this 


son or excuse for it. 


ply takes it for granted prospect is 


well posted on when quite 
the contrary is true 
method can only cause confusion and loss of 
business. 

It should he 


interest lies solely in what he is going to re- 


remembered that the prospect’s 


ceive in the event of certain contingencies. 
So, instead of saying “this policy pays so much 
for total di 
“it you should be totally disabled for 3 weeks 


and partially disabled for 2 


fees, etc.,” say 


tbilitv, surgeon’s 





weeks, as a re- 
sult of an operation for appendicitis, we would 


Pay you so and so.” 


Do you get the difference? In the one case 
you make it absolutely necessary for the pros- 
pect to use his imagination, whereas in the 
other you are making a very definite state- 
ment, which he can understand at once. More- 
over, citing some specific disease or injury 
will cause the prospect to think of the possi- 
bility of that very thing happening to him, 
which will help you to drive home the need 
of the protection you are selling. 

Simplify your presentation and you will in- 


crease your sales. 


Don’t EXAGGERATE 


Generally speaking, it is a more or less 


natural thing for a salesman, especially one 


engaged in the insurance business, to exag- 
gerate a bit when describing to a prospective 
More often 


picture too 


buyer that which he has for sale. 


than not he is apt to paint the 


rosy, in his anxiety to secure an order. But 
it doesn’t pay! 
The renewal feature of an agency contract 


to our business. It 
offer. 


is what attracts salesmen 


biggest inducement we have to 


is the 


Its object is to create a permanent business, 


but this object will be defeated if the policies 

are not sold right at the outset. 
Nothing—absolutely nothing—will more 

quickly destroy and tear down an agent's ac- 


And, 


nothing will make for perma- 


count than disappointed policyholders. 


to the contrary, 
than satistied policvholders. 
field 


stick to the contract's terms whenever 


heney more 
therefore, to 


he pre- 


It behooves every man, 


sents it. As a matter of fact, there is abso- 


lutely no reason whatsoever for any sales- 


man to do otherwise, as the policies are liberal 
enough as they stand. Too liberal. 


\n insured who has received an indemnity 


check in accordance with his expectations will 
sing your praises from the house tops. He 
will go out ot his way to secure other cus 


tomers for you. Tle becomes a walking ad- 


vertisement for business. But the fel 


told to ex- 


your 


gets less than he was 


low who 


pect, whether through intentional or uninten- 
tional exaggeration of the facts on the part 
of the salesman, is immediately transformed 


into what is commonly known as a “knocker.” 


Ile sees to it that his grievances spread like 
wild fire. 

Result: You lose his business and his 
friends’ business. Your reputation is hurt and 


No! 


every time, 


so is the company’s. Does it pay? 

Sell your policies on their merits 
all the time. There are plenty of people who 
will be glad to buy them just as they are. 

H. P. Bloodworth Goes to Greensboro 

Il. P. Bloodworth, assistant manager of the 
National Surety’s branch office in Atlanta, Ga., 
tor the past three years, has been transferred 
and, as of pril 190, became the company’s gen- 
eral representative at Greeasboro, N. C., in 
succession to Max T Payne. 

\fr. Bloodworth is an authority on burglary 
insurance and is an experienced underwriter as 
well as organizer, having been with the under- 
writing department of the United States Fidel 
itv and Guaranty prior to joining the National 
Surety. 


SU 
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CASUALTY MEN MEET 
Hear Dr. W. S. Bainbridge on Inter- 


national Conditions and Ruhr 
Occupation 


SPENCER WELTON A SPEAKER 


Vice-President of Fidelity and Deposit En- 
thusiastically Received—Absence of 


Insurance Discussions Charac- 
terizes Gathering 
The Casualty and Surety Club of New 


York held a dinner meeting in the quarters of 
the Machinery Club in that city on Thursday 
night of last week, which was attended by 
about two hundred members. Taken from 
every standpoint, the gathering was unique in 
the annals of the club, for it almost seemed as 
if those in charge had made it a point to elimi- 
nate discussion of insurance matters, and had 
striven instead to bring together speakers who 
would entertain and instruct the assemblage 
long the line of non-business topics. 


Spencer WELTON’S REMARKS 

In presenting Spencer Welton, popular vice- 
president of the Fidelity and Deposit Company, 
who had come up from Baltimore, as the second 
speaker of the evening, President Falconer 
referred to him as a man who had been in the 
automobile industry only a few years ago; but 
who, since his advent to the insurance business, 
had won his way rapidly forward by person- 
ality and until he occupied a 
prominent place among casualty surety 
executives. An enthusiastic reception was ac- 
corded Mr. Welton, and the frequent sallies of 
Wit that interspersed his remarks met with 
Instead of 


ability, now 


and 


instant response. choosing any 
definite topic, the vice-president of the Fidelity 
and Deposit fired what might be called “stray 
shots” and told story after story, interpolating 
observations on acquisition cost, monopolistic 
legislation and the needs of the business. 

When President Falconer introduced Dr. 
W. S. Bainbridge, commander of the Military 
Order of Foreign Wars, as the last speaker, 
Dr. Bainbridge began by designating Mr. 
Welton as “the modern Mark Twain,” and then 
turned to his subject, which was “Post-War 
Warfare.” Having just returned from the 
Ruhr Valley and other points in Europe, and 
having filed a report on conditions there with 
his council, Dr. Bainbridge had first-hand in- 
formation on the situation, and held his audi- 
ence to a hushed and tense silence as he out- 
lined the need for “getting the other fellow’s 
He warned against the pro- 


point of view.” 
paganda that was now being spread, and men- 
tioned the declaration of the German general 
staff, 1915, that after the 
would set the Allies against each other and 
then deal with France alone. His hearers hung 
on every word, more especially since the re- 
port made by Dr. Bainbridge has been in- 
corporated as part of the Dawes summary by 
Senator Pepper of Pennsylvania, and after 
he had finished he was surrounded by mem- 
hers, who congratulated him on all sides. 


made in war it 
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Males and Females alike. 





Our Agents Have 


A Wider Field— 
An Increased Opportunity Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
ly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for a 
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California State Life Building 





California State Life 


Insurance Company 
SACRAMENTO 


* Balance sheet of December 31, 1923, showed 
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Exceptional Opportunities for Responsible 
Field Representatives in Arizona, Califor- 
nia, Nevada, Oklahoma, Oregon and Texas 


Write for details to 
J. R. KRUSE, Vice President and Gen’! Mgr. 
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The Psychology of Group Insurance 


Andrew Carnegie said: “Remember 
that every business can be made success- 
ful if it supplies some essential want of 
a community: if it performs a needed 
function, whether it be in manufacturing 
or producing an article, or in gathering 
and distributing it by the merchant or the 
banker whose business is to invest and 
take care of capital.” 


CONVICTION NECESSARY 

The use of group insurance will con- 
tinually be increased, if its representatives 
are successiul in pointing out to em- 
ployers that the want of group insurance 
actually exists, or if they are able to 
create within the minds of employers a 
conviction of the existence of this want. 
Insurance is a need in the life of each 
employee as great, if not greater, than 
those needs which are provided for 
through first aid, the maintenance of the 
company dining-room, or any other of 
the comforts and opportunities that are 
provided through the greater facilities of 
an employing company. Group insur- 
ance has grown, by this time, to such 
proportions that it no longer stands in 
the experimental stage, but is recognized 
hy employers everywhere as one means 
of providing insurance for their em- 
plovees. 


After ten vears of trial, group insur- 


ance has now the benefit of a large un- 


By Witi1Am F. CHAMBERLIN 
Part II—Its Relation to the Employer 





This article is the second installment 
of an exposition of group 
which was written especially for THE 
Spectator by William F. Chamberlin 
manager of group lines, The Travelers 
Insurance Company. When the fourth, 
and last, section has been published, the 
discussion will form a useful and in- 


insurance 


structive treatise on the subject by an 
acknowledged authority. Companies and 
general agents who desire to distribute 
this article in booklet form will please 
communicate with THe SPECTATOR. 











derwriting experience. It has gained the 
sympathy of business executives, the in- 
terest of the public and the enthusiasm 
of the families of employees. In a re- 


cent report by the economist, Doctor 
William Bailey, showing a result of the 
study of the first thousand group death 
claims paid by The Travelers Insurance 
Company during the present year, it is 
stated that 88 per cent of the deaths were 
thousand 


More 


than two-thirds of the 300 who died be- 


of men and two-thirds of the 
insured persons were married. 
tween the ages of 30 and 50-were mar- 
ried men with families. Over one-half 
of the insured were past fifty at the time 
of death. 
to show how great a good is being accom- 


These percentages are enough 


plished by group insurance and how ef- 
fectively it meets the undeniable social 
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need. Group insurance provides for the 
protection of those who, on account of 
age, impaired health or other circum- 
stances, are unable personally to procure 
insurance. Group insurance is conceded 
It is 
a laudable mission to bring about a real- 
effect of the 
of this through economic want and then 


to be a great stabilizer in industry. 


ization of the existence 
to invite or persuade the adoption of 
group insurance through appeals to the 
employer in whatever form will be most 
direct, whether the appeal be made to his 
love for his employees, or to his desire 
to fulfill the best conditions in his plant 
for the ultimate benefit of his business. 


IX MPLOYER SHOULD CO-OPERATE 

The co-operation of the employer must 
be enlisted. Upon the employer is placed 
the responsibility of fostering the ap- 
preciation of the value of group insur- 
ance among his working force, particu- 
larly when this insurance is carried on a 
contributory basis. An employer is pos- 
sessed of experience and judgment; so 
also is the greater number of his execu- 
tives. He should not be guilty of fail- 
ing to give the benefit of this experience 
and judgment for the well-being of his 
employees. Co-operation with his em- 
ployees means neither that he is paterna- 
listic nor charitable. He is simply ex- 
tending the spirit of interest and help- 
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4. Not Two of a Kind 


“T’m a salesman, and nothing more,” 
and when I unload any kind of a policy on 
Besides, ‘a little learning is a dangerous 


“Life insurance is a good thing, 
any kind of a man, I get paid for it. 


cried the Superficial Solicitor. 


thing,’ so the less I know about the principles and practice of life insurance 


the better.” 
“But,” 


that is dangerous—‘Knowledge is Power.’ 


said the Expert Life Underwriter, “It is the smattering of learning 


9 


APPLICATION: 


Life insurance gives protection against specific ills. 


The doctor who does 


not know how to apply the remedies he prescribes is a disgrace to his pro- 


fession and should be driven out. 
N. B.—t 





portant educational hints for the training of agents. 
Copyright, 1924, by The Spectator Company, 
fulness beyond his business to the lives 


of his employees and is uniting with them 
in grappling with their life problems. 
I. M. Herr, president of the West- 
inghouse Electric & Manufacturing Com- 
pany, has said: “It is management's 
problem to obtain the confidence of its 
employees, to give them every reason to 
believe and convince them by experience 
and 


naturally 


that its treatment 1s fair and honest 
without bluff. 


distrustful, it takes time to establish such 


Since men are 


confidence and they will discover it very 
quickly if the “boss” is not square. It 
must be established, as between man and 


good of humanity, as well 


that 


man, for the 
as the individual, 


are not 


labor and man- 


agement foes, but that their in- 


terests are in every practical sense identi- 
” 


cal. 


SALESMAN SHOULD STRIKE KEYNOTE 


Usually, there is a keynote in the char- 
acter of either an employer or of the 
board of directors of an organization 


determination 
struck 


that may, with the 
on the part of the 
with a certain amount of truth. 


proper 
salesman, be 
By con- 
tinually playing on it, there may come to 
him success in his undertaking. The first 


most laudable of such keynotes, 


which it is 
selling representatives to find, is that of 


and 


most gratifying for group 


altruism, or the desire upon the part of 
an employer to work for the happiness 
of his employees, and his willingness, for 
roposition 


that reason, to examine 


that claims for itself a possible 


any | ) 
realiza- 


tion of this result. A second and equally 


is intended to publish this series of Insurance 


New 


Fables in book form as they contain im- 


w_ York 


praiseworthy keynote is that of pride- 
pride in organization and in its rounded- 
out development and perfection in every 


department. [employers who bear this 


characteristic will lend a listening ear to a 


telling of the benefits of group insur- 
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ance ; 
form of comparison with other existing 
forms of welfare work, and will attempt 
to visualize the amount of ultimate good 
that it brings to their employees in pro- 
to the outlay of effort and ex. 


they will give it thought in the 


portion 
pense. 
Thirdly, there are some men who are 
actuated by 
They are ambitious to be known as 


really an exaggerated ego- 
tism. 
philanthropists. 
The chances are that a man 
for 


This, however, is not to 
be deplored. 
originally, vainglorious — pur- 
poses, starts about 
philanthropic 
into a sincere character 
of the 
himself 


who 
brilliant 
enterprises is made over 


effecting 


because of the 
and 
undertaken, 


influences enterprises 


he 


very 


conditions has 


Ile is the recipient of much gratitude. 
He is brought into touch with many 
needy and grateful fellow-beings, and he 


sees in many instances the causes of misery 
transformed into conditions of health and 
A fourth keynote is that of 
This is very 


happiness. 
the 


common, 1 


for imitation. 
iasmuch as the instinct is im- 


instinct 











writes an official of 
pany, “and we are const 
nections to take up your 
we find that it not 


bonds.” 
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Expedites Mortgage Loans 


““We have always found your service the very best,’ 
a Southern 


only 


Legal Department, but expedites the closing of mort- 
gage loans and I know i. our connections who are 
using your service appreciate the promptness with 
which loans are closed when supported by one of your 
title 
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life insurance com- 
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planted in almost every individual from 
the moment of his birth and through the 
years of the development of the mind and 
through the vears of life’s experiences, 
this instinct receives neither restraint nor 


discouragement. 


[IMITATION A FACTOR 
There may be many employers who are 
free from the spirit of altruism, have 
felt the 
philanthropists and have thrown all their 


never urge to be known as 
energy into the development of their ac- 
tual business rather than deflecting any 
of it into the field of welfare activities ; 
there may be many such employers who, 
nevertheless, are not absolutely free from 


the tendency to imitate. In fact, perhaps 
our most powerful help in the spread of 
the use of group insurance is a resort to 
the uses of those methods and arguments 
that appeal to the imitating instinct of al- 
most every man. We are all social beings 
and are observant of the ways and doings 
of those about us. We emulate the deeds, 
we admire and strive to adapt them even 
to the point of excelling the example. 
Ordinarily, indirect suggestion seems to 
be more effective than that which is 
direct. When anything is at present the 
fashion, it comes to one with a certain 
prestige; or when it is felt to be favored 
by many in authority, then the suggested 
act is likely to be followed. 


Sell Pride When You Sell Life Insurance 


By FraNnK 


Here is an interesting thing that a live wire 
life insurance salesman with a long record of 
success had to say recently about the reasons 
for his success: 

“Some of the young fellows in this business 
They say 
they cannot see how I am able to keep on 


say that cannot see how I do it. 


year after year running up high records of 
sales. 

“And the funniest part about the whole thing 
is that when I do tell the young life insurance 
salesmen just how I do it, they will not be- 
lieve me, 

“T tell them that I sell so much insurance by 
selling pride! 

“Yes, that’s it—pride. 

“What do I mean by selling pride? 

“Tl tell you. Every man is proud. He is 
proud of his standing in the community, he is 
proud of the success he is making in life, he is 
proud of his family, he is proud of his health 
and he is proud of every other thing in his life 
which is just a little bit better than the other 
fellow has. 


‘Even the humblest and poorest of all men 
are proud. 


Even the man who has been able 


H. WILLIAMS 


1o do nothing more than simply struggle along 
is proud of the fact that he has been able to 
keep his head above water. And the man who 
hasn’t done a single notable or particularly 
worth-while thing in his entire life centers his 
pride, perhaps, upon his only child. 

“Tt is evident, then, that man’s pride is just 
about the strongest emotion that the average 
man has. And so it also holds true that the 
very best possible way of getting action out 
of a man is by appealing to his pride. 

“That is what I do when J sell life insurance. 

“First in appealing to a man’s pride and in 
making his pride help me sell insurance to him, 
| find out what he is proud of. 

“Generally it is a comparatively easy matter 
to find out just what thing the average man is 
Get him to talking and 
in no time at all he will be telling how he re- 


especially proud of. 


duced his weight and got himself into perfect 
trim and this, of course, will show conclusively 
that he is proud of his physical condition. Or 
he will begin telling more or less interesting 
and entertaining stories about his only child 
and this will show that his chief pride is in his 
offspring. 


25 


“So, when J find out what a man is most 
proud of, I am all ready for starting in and 
selling msurance to him. 

“Suppose, for instance, that I tind the pros- 
pect is most proud of his good physical condi- 
tion. 


Wuat To Say TO THE Prospect 
“When I find this is the case | say some- 
thing like this to him: 
‘*You have certainly done something by get- 
It takes a 
] ' rere « - snicate P » ick 
lot of grit and determination and _ stick-to- 


ting yourself into such fine shape. 


itiveness to keep on plugging away at disagree- 
able exercises day after day until you finally 
take off fat and rid yourself of a lot of ills 
and get into good condition. You have some- 
thing to be proud of in your physical condi- 
tion. 

“*And, of course, you want to cash in on 
vour good physical condition just as strongly as 
You want to get all that 
you've got coming because of being in such 


you possibly can. 


good shape. 

‘*You've got an easy trip through a physical 
examination as one of the best results in being 
You could get 
through a life insurance examination with fly- 


in such good physical shape. 


ing colors and that would be a source of pride 
Why not get life insurance now when 
makes it 
possible for you to get it at the minimum rate 


to you. 


your splendid physical condition 
for a man of your age?” 

“Then I go on some more along the same 
line, telling the prospect how proud he will be 
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to get a 1060 per cent rating from the examiners, 
and so on, and so forth. 

“This sort of talk seldom fails to make a 
deep impression on all prospects who are partic- 
ularly proud of their physical conditions and it 
leads to the making of many sales which, other- 
wise, would not be made. 

“Or, again, suppose that I find the prospect 
is particularly proud of his only child. 

“In such a case I say something like this 
to him: 

“*You've surely got a fine young son. He’s 
a good-looking chap and has a fine physique 
and is entitled to all the best there is in life. 
You've got a good right to be proud of him 
and, of course, you want to do the best possible 
for him all the time. 

“‘Now I know you're carrying a pretty big 
line of insurance, but when you look at your 
boy and think of everything you want for your 
son, you realize that even with your line of 
insurance as big as it is, it is not big enough. 
You want your boy to have plenty of oppor- 
tunity for developing into the big man he should 
be. You want him to be free from financial 
worries and from grubbing and digging and 
having a tough time of it in the event that you 
yourself pass out. 

“‘Tf you didn’t have this son you are so 
justly proud of, I’d say that you are carrying 


enough insurance. But since you have this boy 
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Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
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service, does not work alone. Wherever 
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is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 
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and since you are so proud of him, it’s my 
opinion that you ought to take out a consider- 
ably larger line of insurance for your boy’s 
sake, if not for your own.’ 

“This kind of talk to the man who has an 
only child or to the man who has a number 
of children of whom he is especially proud, 
never fails to make a deep impression on the 
prospects and never fails to be a big help to 
me in selling insurance. 

“Or, suppose that a man is particularly proud 
of his social position and his standing in the 
community. 

“In such a case I say something like this to 
him: 

‘You are one of the big men of this town. 
Folks look up to you as being a leader. You 
have the reputation of having a lot of money 
and of having made a big success of life and 
that reputation is perfectly justified by your 
achievements. 

‘People expect certain things of you—the 
public and your family and your relatives have 
a right to expect certain things of you which 
they do not expect of smaller men. 

“One of the things that folks have a right 
to expect of you is that you will leave a large 
sum of insurance so that your family will be 
able to maintain its position in the community 
and continue making large gifts to the chari- 
table enterprises and other enterprises you have 
always been so greatly interested in. 

“*Now, you know and I know that, at the 
present time, you haven't got a line of insur- 
ance of which you can feel very proud. It’s a 
good line but it isn’t as big as a man in your 
position should have. If you should die now 
and the statement appear in the paper regard- 
ing your estate, your family and relatives and 
the public generally would be surprised and 
would, perhaps, think that you had been over- 
estimated. To keep your position in this com- 
munity—the position of which you are proud 
and of which you have a right to be proud— 
you should take out more life insurance at once.’ 

“And so on with all the other things of 
which the prospects show that they are proud. 

“Of course, I don't always put it on as 
thickly as I’ve indicated, but I’ve told enough 
to show the kind of talk I put up to the 
prospects. 

“Pride is the biggest thing in the average 
man’s life. Appealing to the pride of prospects 
has been a big help to me in selling more in- 
surance and, probably, it would be a big help 


to other insurance men in doing the same 


dh hursday 


thing, as is easily seen from the foregoing.” 

All of which, it is hoped, will prove of a 
terest and value to various life insurance sales- 
men and help them sell more insurance and 
make more money. 

Indianapolis Life Men Meet 

INDIANAPOLIS, INp., April 26.—More than 129 
members of the Indianapolis Association of 
Life Underwriters attended the last meeting oj 
the organization this week hearing two speak- 
ers prominent in the insurance field. They 


were: Dr. George B. VanArsdall. New York 
and Manson B, Oakes, Indianapolis. Dr, Van- 


Arsdall is conducting a_ class thirty-tive 
salesmen of the Equitable Life Insurance Com- 
pany here. The members are field men of long 
service with the company seeking new jdeas 
and methods, and men new to the company’s 


service. Mr. Oakes is president of the Insur- 


ance Research and Review service. 





‘You may talk too much 
on the best of subjects,” 
says Ben Franklin; and in 
another place he adds, 
“The most exquisite folly 
is made of Wisdom spun 
too fine.” 


Successful Franklin 
agents explain the great 
essential benefits of Frank- 
lin life insurance, avoiding 
lengthy discourse upon de- 
tails which confuse the 
prospect, and add nothing 
to his knowledge. 
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SPECIAL FEATURES ABOUT CONTINENTAL POLICIES THAT OFFER 


A WIDER FIELD - - INCREASED OPPORTUNITIES 


Age limits 8 to 65 

Major surgical operation benefits. 

Loan values at end of first year under most forms 

Annual dividends on certain policies issued at non-participating rates. 

Unexcelled underwriting service for sub-standard policies. 
accepts approximately 95% of all cases submitted. 


CONTINENTAL LIFE INSURANCE COMPANY 


ST. LOUIS, MISSOURI 


The Company now 
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The Investments of Life Assurance Companies 
in Australia 


ay Co B. 


MESSENGER ee 


Babson Institute, Wellesley Hills, Mass. 


The following observations have been drawn 
irom a paper read before the twenty-eighth 
session of the Actuarial Society of Australia, 
hy F. M. Jackson, F. I. A. They may serve 
the purpose of making facts regerding Aus- 
tralian life insurance investments more fa- 
miliar to American students of life insurance 
progress. 

In Australia and the Dominion of New Zea- 
land, life assurance companies are regulated by 
various acts of Parliament, the foundations of 
which are the English Life Assurance Com- 
panies Acts of 1870 and 1872. Most oi the 
Australian and New Zealand Acts were orig- 
inally passed soon after the British Acts; and, 
although amendments have been made from 
time to time, the main principles remain the 


same, 


PRINCIPLES OF INVESTMENT 

The principles of investment are those of 
“publicity and freedom.” The companies are 
allowed to carry on their business as they see 
fit, with as few restrictions as possible, so 
long as the full right of publicity is allowed a 
place in their methods and results. It is con- 
sidered that this object is achieved by compel- 
ling the companies to furnish, each year, full 


returns of their revenues and expenditures, of 
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their assets and liabilities, together with full 
details of their valuations and distributions of 
surplus. These returns are available for in- 
spection and can be fully criticized by the 
inancial and other press. Beyond this, no rules 
or statutes have been passed prescribing how 
the companies are to invest their assets. They 
are tree to invest as they see fit, subject only 
to the restrictions, if any, laid down in their 
memorandum of association, or other instru- 
ment whereby the company is incorporated. 
Each company, however, must make certain de- 
posits, with proper Government officials, as 
security for policyholders in the State con- 
cerned, as long as the company is carrying on 


business. 


DISTRIBUTION 

The main bulk of the assets, as set out in the 
Government returns, are trustee securities, and 
it is right that this should be, for the funds 
of the life assurance companies constitute very 
largely a trust for policyholders and_ their 
dependents. The present investments are 
divided as follows: 

t. Government and municipal securities, in- 
cluding loans on rates. 

2. Loans on mortgages. 

3. Loans on policies and on personal 
security. 

}. Freehold and leasehold property. 

5. Property acquired by foreclosure and in 
possession. 

6. Reversionary and life interests held, and 
loans on the same. 

7. Shares in other companies. 

8. Outstanding premiums. 

g. Outstanding and accrued interest. 

10. Cash on hand and deposit. 

11. Sundry items, such as stationery, plant 


fixtures and fittings. 


The three main classes of investments are 
Government municipal securities, loans on 
mortgages, and loans on policies. During the 
war period the amount of money in municipal 
securities increased at a very rapid rate until 
it reached 58 per cent of the total assets of 
eighteen companies, in 1920. The cause of this 
was the absorption, by all the life assurance 
companies, of large amounts of Common- 
wealth loans. The experiences of these com- 
panies correspond exactly to the experiences of 
the American insurance companies during the 
\ortgages were 


same period. adversely 


ffected by the heavy investments in Govern 
ment and municipal securities. 

In 1910 the companies held 43.2 per cent of 
their assets in mortgages. The amount stead- 
ily fell until 1922, when only 21.85 per cent of 
their total assets were so invested. 

The proportion of the assets invested in 
loans on policies and on personal securities has 


not changed, although, strangely enough, it fell 


2; 








Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 





STANDARD LIFE 
INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 











North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 


Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal General Agency Con- 
tracts. Our Disability Clause is 


a wonderful sales closer. 


Address for further informa- 


tion: 


F. J. Uehling, President. 
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How NOT to Sell Insurance 


fairly steadily all through the war, and reached 
its bottom point, of 94 per cent, in 1920. The 
explanation is that, during the war, there was 
the rapid circulation of money and the large 
payments by the Commonwealth Government 
to soldiers’ dependents. A similar experience 
is noted in policy loans among American in- 
surance companies. These loans increased or 
decreased fairly regularly according to pros- 
perity or depression in business. 

During the war period arrangements were 
made by companies for subscriptions to Com- 
monwealth loans by way of over-draft. This 
may have been a good or bad procedure ac- 
cording to the point of view taken; but all 
companies desired to keep the amount of cash 
and on hand as low as 


on current accounts 


possible. The question arises as to whether the 

companies are justified in working always on 

an over-draft in order to accomplish this result. 

or CANONS GOVERNING DISTRIBUTION 
or ASSETS 

In 1862 the following six rules for invest- 

Bailey, and 


RULES 


ments were laid down, by A. H. 
remain to this day practically unchanged: 

1. That the first consideration should in- 
variably be the security of capital. 

2. That the highest practicable rate of in- 
terest be obtained; but that this principle should 
always be subordinate to the previous one, the 
security of capital. 

3. That a small proportion of 


funds (the amount varying according to the 
should 


the total 


circumstances of each individual case) 
be held for readily convertible securities for 
the payment of current claims, and for such 
loan transactions as may be considered desirable. 

4. That the remainder, and much larger pro- 
portion, may safely be invested in securities 
that are not readily realizable; and that it is 
desirable, according to the second principle, 
that it should be so because, such 
securities being unsuited for private individuals 
high rate in con- 


invested ; 
and trustees, command a 
sequence. 

5. That, as far as practicable, the capital 
should he employed to aid the life assurance 
business. 

6. That, in order to minimize the result of 
temporary fluctuation, and to secure the safety 
of capital to the fullest extent, it is desirable to 
spread these investments over as large an area 


as possible. 


AVERAGE RATE OF INTEREST 
The average rate of interest earned on the 
mean invested funds, as at the beginning and 
end of each year, has been calculated from the 


annual statements with the following results: 
UND nee eae e YC Ae |) ee 5% 
DOMME ated a ohe 4.4% MR ens eae 5 % 
BUEN: sien era's p'B 5 4.5% 1 | a eae 5.1% 
SIGH .ce ee es 4.5% Oot cee ton 5.2%, 
hc PR ee aaa 4.6% Re 5.3% 
WIPE ace tech si suare.eee Se 4.8% 


It must be borne in mind, in regard to the 
above interest rates, that, during the war years, 
the rate of interest received on Government and 
municipal bonds. averaged considerably more 
than 5 per cent and 514 per cent. The reason 
why the average earnings do not show better 
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5. Conversation is Not Salesmanship 


To sail a boat you must know how to 
steer it. But you must also note the direc- 
tion of the wind and trim your sails accord- 
ingly. 

To catch fish you must use the right kind 
of bait, and must also know where fish are 
to be found and how to hook and land them. 

To succeed as a salesman you must have 
good manners and be accommodating, but 
that is not enough. Once when I needed 
some shirts I went into a strange shop to look 
about me. The salesman was so accom- 
modating, so anxious to please, and appar- 
ently took such careful note of my instruc- 
tions, that I gave him my order ‘and went 
away in a happy mood. But my directions 
were neglected; the shirts did not fit, and 
I never patronized that shop again. 

To build up a large and permanent busi- 
ness the agent must have good manners, and 
manifest interest, and be accommodating. 
But he must not stop there. 

Here is a description of the kind of sales- 
men who talks but does not sell. 

Where it came from I do not know: 

A man of the brusque, bulldog type, who 
knows what he wants and is ready to pay, 
entered a shop and said: 

“Show me some of those $75 suits you 


advertising today to sell at $60.”’ 

The clerk said, “Just slip this one on to 
try the size.” 

“I asked to see one of those suits yoy 
advertise. I want to know whether I wan 
the suit or not.” 

The salesman, instead of doing as request 
ed, contiuued the selling talk he had learned: 
‘Now, here is something suitable; this js 
one of our best-—-—’”_ The customer glanced 
around the racks, studied the man an instant 
and said: 

“Young man, I know what I want. It 
isn’t necessary to talk me into buying any- 
thing. Someone has bunked you into be 
lieving you can sell a line of chatter that a 
parrot could learn. You insult the intelli. 
gence of every buyer who comes in. You 
have told me that three different suits are 
the best bargain in this shop, and I doubt 
whether you knew what you were saying or 
what suits you were showing.” 

He stalked out. And a fellow clerk te- 
marked, “‘One of our best salesmen; he has 
been trained in the best methods of sales- 
manship.”’ 

I often encounter young salesmen of this 
type, and when I do I go to some other 


shop. 


Copyright, 1924, by The Spectator Company, New York. 





results is because of the large amount of 
securities, held by the various companies, that 
were acquired when the rate of interest was 
much lower. The above rates, therefore, are 
the average earnings on all securities, com- 


bined. 


Proper Poricy oF INVESTMENT 

It was brought out at this session of the 
\ctuarial Society that some _ consideration 
might be given to the question as to whether 
there is not another aspect as to the proper 
policy of investing funds. The discussion 
arose as to whether the sole aim should be to 
invest the funds in the safest security, bearing 
the highest possible rate, or should the matter 
be looked at from a broader point of view, 
namely, that the funds should be invested where 
they will be of the greatest benefit to the whole 
community, or, at least, to that portion of the 
community which is insured. This policy was 
recognized to a certain extent during the war 
by the way in which the various companies, 
not only in Australia, but all over the world 
subscribed to their various Government loans 
to aid in the financing of their activities in the 


great war. The question arises, therefore, as 


28 


to the advisability of continuing this same pol- 
icy in order to develop the large countries of 
\ustralia and New Zealand. There are many 
ways which will suggest themselves to readers: 
whether it be in putting the man on the land. 
or the development of various kinds of trans- 
portation; or, again, by the development oi 
new harbors, or even in the housing plans 0! 
This policy of investing funds has beet 
by one of the largest Americat 
companies, namely, the Metropolitan Life 
whose policy during the last few years has 
been to aid in the building and owning o 
homes in the United States. 


cities. 
recognized 


VALUATION OF ASSETS 
At the annual meetings of the various com- 
panies it is usual to hear the statement made 
that the directors, after careful investigation, 
have satisfied themselves that a conservatit 
estimate has been made in valuing the assets 
This raises the question of hidden assets, and 
the justification for such; in view of the fact 
that the principles, as previously laid down, att 
those of “publicity and freedom,” should the 
policy of valuation be that of revaluing the 

(Continued on page 30) 
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under our direct 
general agency 
contract. 


Our policies provide fors 


Double Indemnity 
Disability Benefits 
Reducing Premiums 


See the new low Rates. 


JOHN F. ROCHE, 


Vice-President 


The 
Manhattan Life 


Insurance Company 


66 Broadway, New York 
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Life Insurance and Its Vital Relation to 


Social Welfare 


Every boy and girl stands entitled to the very 
best equipment for life,and you could guarantee 
it by life insurance if every father and mother 
would attend to this matter. But I would like 
to present your business in a much larger area 
of human life. I would like to have you think 
that life insurance provides, not merely neces- 
I think 


it is just as religious to make some provision 


sities, but some of the luxuries of life. 


for luxuries in life as it is to meet mere human 
needs, and I will tell you why: because they 
react on the mind and the spirit; they have an 
educational value and are to an extent really 
a necessity in building up the largest, fullest 
and best possible life. 

So I would go beyond merely providing the 
necessities and affirm that every life, in order 
to be rich, needs something more, something 
plus—a margin. I regard life insurance as a 
branch department of the divine providence in 
providing margins in life. 

There are thousands of boys and girls who 
never saw a carpet on the floor; never saw a 
picture on the wall; never lived in a properly 
furnished room: and never slept in a decent 
bed. TI am not surprised that many of them 
go down into crime and vice. That is largely 
a reaction on the limitations and impoverish- 
ments of their lives. 

We ought to lift life up. 
I believe in lifting up. 


. am no Socialist 
leveling down: I would 
number of millionaires, I 


I would like to be one 


not decrease the 
would multiply them. 
myself, and | think, sir, we are on the wrong 


track when we simply talk about providing 


against the bare needs of life. You insurance 
men are educators and the day will come when 
through your efforts and others’ efforts we 
shall get the larger view. 

I think vou ought to be in the business for 
providing some leisure in life. J am not ad- 
vocating idleness, though JT have seen men 
lazier than John Plowman’s dog, and that dog 
had to lean his head against a wall every time 
he barked. There ought to be a margin for 
leisure in every human life—mental leisure and 


We are 


neurasthenia in America. 


physical leisure. breaking down with 
We have a disease 
that they call “Americanitis’—the pressure of 


business, the worry of the mind in industry 
and commerce. Men have too few vacations 
and too little leisure. 

I want stories so I observe people, and 
I watch them at different angles and differ- 
ent sides of the city as they come in the morn- 
ing; watch them step along, lightly and briskly, 
fire in the eve. radiance in the countenance. 

I watch them go back at night—tired, the 
light gone from the eye, the radiance gone from 
the countenance, the elasticity from the step: 
virtue has gone out from them. There are cer- 
tainly too many people in all our great cities 


Excerpts from an address delivered before 


land Life Underwriters, Inc.. by the Rev. John 
Thompsen. 1).1D., pastor, the First Methodist Episcopal 
Chureh, Chicago. I. 


Cleve 


2a 


who are just like a race horse. They go home 
at night to be groomed, rest awhile, all un- 
conscious, and then go out to the great race 
next day. 

Nature. It makes provision for 
Nature provides ior rest 
every would multiply the 
vacations and widen the margin for leisure and 
rest. And I mean mental leisure, too. How 


Look at 
rest every winter. 
night and J, sir, 





PROVIDERS LIFE 
ASSURANCE COMPANY 


Home Offices: 1530-32 N. Robey 
Street, Chicago, IIl. 


in its own building. Operating in 
the States of 

ILLINOIS, OHIO, INDIANA, 
MICHIGAN 


Liberal Agency and General Agency 
contracts offered to live wires in 
any of the above States. Commu- 
nicate with us. 














MONMOUTH. ILL 
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One.of Illinois oldest and best 
companies. Organized 1897. 


Assets over $3,750,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 


The best for the policyholder 





and agent. 

Operating in 20 States. For 

territory write today 
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ire worried concerning to-morrow, 


many, man) 


worried concerning their families! 

Far too many men go into fake oil well 
schemes and put their money into bags that 
have holes in them, and here you are, scientific 
men, building up the best guaranteed provision 
for leisurely old age and for mental leisure 
that can be obtained. 

So I think that your work ought to be lifted 
up, not merely providing against funerals, not 
merely providing against necessities, but fur- 
nishing a large margin, a margin of luxury and 
some leisure and some pleasure. 

I would expand the whole conception, for 
there cannot be any rich, full or rounded life, 
there cannot be, unless there is some luxury 
and some leisure and some pleasure. 

There are a great many people who are 
arguing to-day about where we came from, 
whether we came from the monkeys or what 
we came from. I am not concerned about that. 
If anybody can prove to me that I came from 
a monkey away back, or came from one of the 
nomads that wander on the banks of the Nile, 
I only say that I wish I had his picture and I 
would hang it in my study and let everybody 
see how much I had improved on him. 

I say this in closing: if we would spend more 
time in trying to make life rich and full, try- 
ing to make life deep and strong, trying to 
make life well worth while; trying to make life 
where the angel of leisure and the angel of 
luxury every day in the year make melody in 
life, we would do far more than twaddling 
about evolution. 


STUDENTS WRITE $750,000 
William and Mary Class Does Good 
Business 
RicuMonp, Va., April 28.—The “downtown 
church” is typical of all towns which have 
grown rapidly during the last few years, ac- 
cording to Dr. Solin R. Cousins, pastor of the 
Second Baptist Church, of Richmond, Va., who 
spoke before the Richmond Life Underwriters 
Association, at the monthly meeting of that 
organization, held on April 24. Dr. Cousins’ 
topic was that assigned by the National Asso- 
ciation of Life Underwriters for the April 
meetings of the local organizations, namely, 
“Life Insurance and Charities.” He deciared 
that the development of the business sections of 
most towns drove the members further away 
from the downtown churches. With the pass- 
ing of the present generation, who largely cling 
to the downtown churches because of  senti- 
mental attachments, they will be confronted 
with a serious financial problem. The coming 
generation will not be so closely bound to the 
old churches. The problem can be partially 
solved if those who feel a real and lasting devo- 
tion to the old churches will create endowment 
funds for them. Life insurance, of course, 

serves to build up these funds. 
William Thornton, of the Life 
Company of Virginia, told briefly of the work 
undertaken by the class in life insurance and 
life insurance salesmanship of the College of 
William and Mary. 
its first term of six months, during 


Insurance 


The class has just closed 
which 
eleven members wrote $758,500 new business. 


The Richmond = Association uNnanimoys| 
elected the following new members: Thoma 
W. Little, Northwestern Mutual; R. A. Hit 


\ 


liard, Reliance Life; I. G. Hirons, Jr, Syp 
Life of Canada. 

The Investments of Life Insurance 
Companies in Australia 
(Concluded from page 27) 

assets each year, with the consequent fluctua. 
tions added to or taken from an “investment or 
fluctuation reserve ;” or, on the contrary, should 
the old rule, “never write up; always write 
Should the latter policy prevail 
the objection arises, on the part of the present 
policyholders, of foregoing some of their 
profits until some time in the future when they 
may or may not get the advantage of them, 

Securities of American companies are some- 
times either scientifically amortized, or held at 
their market value, as at December 31 of each 
year. The net increase or decrease, each year, 
is either added to or taken from the total in- 
terest received, the result of which is either in 


down” hold? 


favor of the present policyholders or against 
them. This seems to be by far the most desir- 
able method. 

The policy, as followed by the Australian 
companies, is practically the same as that of 
the British companies; and, to say the least, 
it is extremely conservative and, perhaps, un- 
fair, but it has the saving grace of carrying 
many advantages or, as may be easily deduced 
from the foregoing, it would never have been 
put into practice. 
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Surplus and Dividend Fund... 


An increase of 8150,524.9 


An increase of $317,008. 





ties, address: 





The Guardian Life Insurance Company 


Established 1860 under the Laws of the State of New York 


The continued progress of the Company 
during 1923 is shown by the following figures 
from the 64th Annual Statement; 
Paid-for Business, 1923............ 

An increase of $8,350,196.4 
Insurance in Force, Dec. 31, 1923. .228,479,842.00 
'An increase of 822,169,042. 


Admitted Assets.................: 


$43 772,689.00 


Dividends to Policyholders Appor- 
ceemeee for GOR4................-. 


For information concerning Agency opportunt- 


Tv. LOUIS HANSEN, Vice=President 
Home Office: 50 Union Square, New York 
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nent or . ? 
should Missouri, Montana, Nevada, New 
oa Jersey, North Dakota, Ohio, Ore- 
vail, 
present gon, Pennsylvania. South Dakota, 
fis Utah, Washington and Wyoming. 
them, 
some- TRUE UNCAPHER 
veld at Vice-Pres. and Gen. Mgr. 
f each 
1 year, 
tal in- 
— MOVE OVERNIGHT on a minature plan modeled after th mother which will complete the functior s of receiving 
ay — company and the sixty-one functions cared for. applications, conducting investigations, Issuing 
aia Metropolitan’s Canadian Force There are 8000 persons working in the home _ policies, and paying claims, exclusive of any 
bias Transported to Ottawa office, 400 in the new Canadian unit, a ratio of aid from the parent company. 
ae _ si twenty to one. aa ae. 
least, MANY DIFFICULTIES OVERCOME Every sort of office equipment that could be é ood re 1 : 
s. un | oe a furnished on fairly short notice by Canadian A. M. Wash Made Vice-President of inter- 
rrying Entire Unit Assembled Several Weeks in merchants was bought in Canada and set up Southern Life 
iced Advance at Home Office—Record in the new office in Ottawa. Certain steel cabi- James R. Duffin, president 01 the Inter- 
> been = : Separated nets of irregular size and other equipment made Southern Life Insurance Company of Louits- 
The Metropolitan Life Insurance Company especially for the company were knocked down _ ville, at the convention of the General Agents 
ee accomplished another of the big feats for and shipped from here. All the permanent Association of his compaiy, held at the home 
mnie which it has become famous by transporting records of the Canadian business were shipped office last week, announced the election of 
— | overnight the entire clerical staff for its new ahead and installed in the proper offices in the © Arthur Marvin Wash, former Insurance Com- 
Canadian head office from the home office in new lay out, while the current records were re- missioner of Kentucky, as \ ice-president of 
New York to Ottawa. This was not done with- tained at No. 1 Madison avenue for the use the company. The election of Mr. Wash oc- 
out much attention to detail preparations which of clerks in negotiating current business. casioned little if any surprise insur- 
were began several weeks in advance. The The Metropolitan officials, President Haley ance men as he was generally cot red to be 
ee made on two special trains which [Fiske has announced, plan to make the new the logical choice for the position r. Wash 
tert New York in the evening and arrived in company thoroughly Canadian as rapidly as has held many official insurance positions; in 
Uttawa the following morning. There was _ possible, in keeping with their policy, which has 1923 he succeeded James FP. Ramey as ( ‘ommis- 
practically no interruption in the work of the been to invest in Canadian securities the pre- sioner of Kentucky. Prior to that he was chief 
cerical force attached to this division. miums paid by Canadians so that actually to- examiner in the State Department of Ken- 
_ The first step in the task was to separate out day such investments exceed the premium  tucky. Before holding State. positions, Mr. 
: the aii employees who had volunteered to £0 totals. Already a group of 300 Canadians have Wash was in the business for himself in part 
to Canada and establish them in the home office licen selected and seventy-one of them actually nership. He has also served number ot 
= a Separate unit and start them working un- employed as of May 1. Within a year con- terms in the Kentucky Legislature 
“er conditions similar to those expected to be — struction will begin on a Metropolitan office pe ee 
encountered in the new head office. building in Ottawa which will be designed in 
On the first day of April Canadian records harmony with and as an architectural unit of California State Life Steadily Growing 
Were withdrawn from filing cabinets and card the downtown business district of Ottawa. The \ company which, year by year, consistently 
cases throughout the building and conveyed to site is opposite the Parliament building and — shows gains in all important items of its state- 
= Sanadian unit in the assembly hall. Be- Supreme Court. ment is the California State Lite Insurance 
| id Z ” — over the records had been The entire head office in Ottawa is to be Company of Sacramento, of which J. R. Kruse 
I eriv. distrib and actial ? ’ y - . of oT ° : 3 7 : AES = Yr 
a ont oe ae _ actual work started. inder the management of A. F. C. Fiske, third is vice-president and ener manager. In 
; see dsiaas peices to provide for omis- vice-president ot the company. Other mneeiees 1923 this comepney increased its premiun a 
rene genni: ats the records of the official staff will include: Dr. John N. come by $170,000 ; its insurance force by 
eis i ee go astray in such changes. Coolidge, tor twenty-hve years an assistant over $4,200,000 ; its assets 5} over 9 00,000, 
= oar oe ee be learned everything has been medical director of the company at the home and its surplus by nearly $70,000. Its assets 
seeonte for except a single certificate of office, as chief medical official; Louis J. on January 1, 1924, were $6,928.30. and its 
gn on the life of one Joseph, aged one, Schmell, in charge of the ordinary. department: surplus as_ to policyholders (including $500,- 
= Sherbrooke, Canada, and if it cannot be George Doyon, Superintendent of Agencies for 090 capital) was $834,266, while the same 
_ the company will send its agent at Sher- Quebec and the Maritime Provinces; James B. date it had $52,441,082 of insurance in force. 
— - gel a true copy. Woodcock, Superintendent of Agencies for the This progressive company issues up-to-date 
The creation of a Canadian head office re- territory west of Quebec and east of the policies at low rates, and has excellent open- 
a snare thal all the Canadian business be sifted Rocky Mountains. These officers together with ings for representatives in Arizona, California, 
at . mt of each division and organized by itself department heads will comprise the new staff, Nevada, Oklahoma, Oregon and Texas. 
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JOSEPH FROGGATT & CO. 
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Insurance Accountants and 
Auditors 
Consulting Actuaries 


HOME OFFICE 


25 CHURCH STREET 
NEW YORK 





CHICAGO 
Insurance Exchange Building 


NEWARK,N. J. 
Globe Building 


SAN FRANCISCO 
Insurance Exchange Building 


BOSTON 
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PRACTICAL SUGGESTIONS 





Because of our extensive experience in all 
lines of the insurance business, including 
Home Offices, Branch Offices, General and 
Local Agencies, it is not surprising that we 
are able to make practical suggestions to 
our clients which often result in economies 
which more than offset our annual audit 
fees. 

Clients often refer to our service as being 
an investment, not an expense. One client 
recently speaking to another prospective 
client made the remark that during the three 
years we had been auditing his particular 
company the service had cost them nothing; 
in fact, they were ahead as the savings we 
effected had more than offset our audit fees. 

We shall be glad to talk to you at your 
convenience and without obligation on your 
part. 


JOSEPH FROGGATT, 
President. 





On the one hand--- 


there’s the life agent whose initial equipment consists 
of the proverbial ‘‘rate-book, set of supplies, and a 
God-bless-you.”’ 


Then there’s the Peoria Life man. He is first 
given a thorough course of instruction in Insurance 
and the theory and practice of Salesmanship, 
Then he has policy contracts that embody every 
attractive feature of modern life insurance. He re- 
ceives a liberal commission on the business he 
writes. An experienced Home Office representa- 
tive gives him personal training and help—not only 
at the outset, but continuously and at frequent 
intervals thereafter. He knows that he is working 
with one of the country’s most progressive and 
rapidly growing legal reserve companies, and that 
the many desirable openings created by its constant 
expansion are filled from its own agency ranks. 


Is it surprising that Peoria Life men are 
happy and successful? 


Peoria Life Insurance Company 
PEORIA, ILLINOIS 


























WE ARE FOR DAYLIGHT SAVING 


We are not boosting so hard for the ‘‘turn the 
clock ahead’’ kind as for the ‘‘up and doing” 
kind that makes every daylight hour count. 

Ready and sure action by The Lincoln Na- 
tional Life Insurance Company on all field 
matters puts the ‘“‘let’s go get ’em’’ impulse 
into its agents. Liberal selection of risks as to 
health and occupational hazards, with women 
written on the same basis as men and standard 
policies issued down to age 10, assures Lincoln 
National Life salesmen that they can make all 
their time pay in full measure. 


hs. This encouragement for Lincoln National Life 
agents to get under way early and to use their 
time tellingly makes it worth while to 


@ LINK Kt uP(jwma Tue (LINCOLN) 


jpn N 
/ ee The Lincoln National Life 


Insurance Co. 















“Its Name Indicates Its Character’’ 


Lincoln Life Building, FORT WAYNE, IND. 


Now More Than $300,000,000 in Force 
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GREAT WESTERN PUBLISHES CON- 
VENTION BOOKLET 
All Programs of Meetings to Be Held This 
Year Are Included in Single Issue 
The Great Western Insurance, Des Moines, 
has just published a booklet containing pro- 
crams of all of the meetings to be held by 
‘ts agents during the year. The conventions, 
according to the pamphlet which is being sent 
out by W. G. Tallman, vice-president of the 
company, will gather in turn at Chicago, III; 
Dallas, Tex.; Davenport, Ta.: Denver, Colo.; 
Detroit, Mich.; Des Moines, Ia. ; Kansas City, 
Mo.: Oklahoma City, Okla. ; Indianapolis, 
Ind.: Columbus, Ohio; Casper, Wyo.; Los 
Angeles, -Calif.; Minneapolis, Minn.; Omaha, 
Nebr. ; San Francisco, Calif.; St. Louis, Mo.; 
Sioux City, Ia., and Sioux Falls, S. Dak. 
The first of the meetings was held on April 
ot at Waterloo, Ia., and the second at Minne- 
apolis, Minn., on the following day; the third 
took place at Sioux City, Ia., on April 23, the 
fourth at Omaha, Nebr., on April 24, and the 
fifth at Kansas City, Mo., on April 25. The 
San Francisco convention will be held on May 
28 and the Los Angeles gathering will con- 
vene at Catalina Island on June 9 and 10. 


To Have Sales School at Chattanooga 

CHATTANOOGA, TENN., April 29.—Beginning 
June 9 and continuing for forty-five school 
days, the staff of the School of Life Insurance 
Pittsburgh, 
conduct a 


Salesmanship, University of for- 


merly of Carnegie Institute, will 
school at Chattanooga under the direction of 
Dr. Charles J. Rockwell, famous sales expert 
The will be 


conducted under the auspices of the Chatta- 


and inspirational writer. school 
nooga Association of Life Underwriters. 

One hundred students from all over the South 
are expected to attend the sessions. 
ments have been made for holding the school 


Arrange- 


at the University of Chattanooga. 

J. E. Smartt, local agent of the Mutual Bene- 
fit, is chairman of the underwriters’ committee 
having charge of the event. Bruce T. Crab- 
tree, of the Provident Life and Accident In- 
and John EF. Gilbreath, 
representing the Reliance Life, form the pub- 
licity committee, and either of these will be 
glad to answer any questions with regard to 
the school. . 


surance Company, 


Insurance Department Dinner-Dance a Big 


Success 
The Hotel Brevoort was the scene of the 
annual dinner-dance of the New York city 


office of the State Insurance Department last 
week. The entire staff was present, a thing 
tnusual in itself, and all worked to make the 
affair a big success with eminent results. 
R. Stoddard, Jr.. State Su 
was present, and a committee of 
ladies appointed by him to be in charge, saw 
to it that all had a good time. The committee 
Was composed of Mrs. Farrar. Mrs. Collins, 
Mrs. Parrell, Miss Quinn and Miss Wilson. 
The d 


Colonel Francis 


perintendent, 


ancing lasted from nine to midnight. 


Death of J. Fay Newton 
J. Fay Newton, publicity manager of 
Mutual Life Company, 
died recently at his home in Hartford, Conn., 
as a result of burns received when, while wax- 


the 


Phoenix Insurance 


ing the floors of his house, the room in some 
unexplainable way suddenly burst into flames. 
News of his death came as a great shock to 
friends both in the Phoenix Mutual 
Life and throughout the insurance business. 
Mr. Newton was born in Fulton, N. Y., on 
1893, and, after a high school 
Williams 


he graduated with the class of 1915. 


his many 


September 8, 
where 
Shortly 
after graduation he joined the Phoenix Mu- 


education, attended College, 


tual Life and about a year later went to the 
home office as assistant in the agency depart- 
ment. During the world served as 
second lieutenant in the 151st Field Artillery 
of the Rainbow Division and, in the Argonne 


war he 


Forest struggle was twice severely wounded. 
Honorably discharged from the army in Oc- 
tober, 1919, he rejoined the Phoenix Mutual’s 
forces and in 1921 was appointed manager of 

Funeral services were 
President A. A. Welch, 


and the burial took place at Hingham, Mass. 


the publicity division. 
held at the home of 
Mr. Newton is survived by his widow and a 
daughter, Barbara. 


To Honor Donald G. C. Sinclair 

The friends and 
Donald G. C. Sinclair, superintendent of the 
Murray Hill district for the Metropolitan Life 
Insurance Company in New York city, will be 
his guests at a dinner at the Hotel McAlpin 
on May 7. The the 
thirtieth year of Mr. Sinclair’s connection with 


business associates of 


occasion will celebrate 


the Metropolitan and will bring together a 
number of important insurance men and zealous 
The date of the 
affair, which had originally been set for May 


workers for the Metropolitan. 


8, was changed to May 7 in order that Haley 


Fiske, president of the Metropolitan Life, 
might be present. 
Masonic Life Breaks Records 


The year 1923 was the most progressive one 
in the history of the Masonic Life Association 
of Buffalo, N. Y., the gross new business writ- 
ten having amounted to $8,175,500, exceeding 
the amount written in 19022 by $772,000 and set- 
The year closed with 
this 


representing a gain for the year of $2,286,500. 


ting a new high record. 


$30,874,000 of insurance in force, sum 


The lapse rate last year was very low, having 


been but 7.62 per cent. Since its organiza- 
tion, in December, 1872, the Masonic Life has 
paid benefits aggregating $12,718,670. These 


figures indicate that the association has made 


a good start upon its second 
Nelson O. Tiffany is 


manager of the Masonic Life. 


half-century. 


president and general 


—The DeForest Bowman, Chicago agency of the 
Bankers Life of Des Moines, led the United States 
in paid-for business the first quarter of this year with 
1 total of over $2,000,000. 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















H. E. Power Becomes Assistant Secretary 
of the Ontario Equitable Life 


H. Ez 
tion of 


Power has been appointed to the presi- 

assistant secretary of the Ontario 
Equitable Life and Accident Insurance Com- 
pany, Waterloo. Mr. Power began his insur- 
ance career with the Dominion Life, and in his 
six years’ experience he has acquired a thorough 
grasp of many sides of the insurance business. 
The appointment comes to him in recognition 
of his ability and thorough acquaintance with 
insurance matters. 
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GENERAL AGE 
AT INDIANAPOLIS 


FOR OVR fit 





for such a big opportunity: demands lots 
of driving force in the man who will make the 
of it. There is no limit to what you 
can do in Indianapolis. 


most 


Moreover, we will help you produce, for we 
have a well organized department to help 
vou find business and close it; our policies 
have new selling features and settlement 
provisions, not yet issued by any other com- 
pany, and our percentage of rejections is one 
f 


of the lowest in the country. 


The man we seek is already a big prod 

splendid organizer, a man of high socia 
standing, of at least $25,000 in assets and 
capable of earning from $12,000 to $25,000 
per year. Jor this man we have a contract 
direct with the home office, embracing 
liberal first year commission, a r l 
ission, a collection fee, an office 
and a business-development allowance. 
Can YOU qualify? Meet the first require- 
ment by writing to us at once. Address 
“INDIANAPOLIS”, care of this paper. 
Note: We also have an unusually attrac- 
tive special contract for good salesmen whose 
experience is limited. 


icer, 
oo 
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HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 
The 64th Annual Report shows: 

















Premiums received during the year 1923...........ceeeee0s $7,686,855 
Payments to Policyholders and their Beneficiaries in Death 
laims, Endowments, Dividends, etc..............+% 5,871,544 
eS a aan 2,401,507 
Actual Mortality 56% of the amount expected. 
ES SS ae Rn 247,373,210 
ENEIANNEEN 2 00s hc sin eioisinie nics Mine es-5 610 Ss 8'sis owen lan ies 48,655,222 
For Agency Apply to 
GEORGE W. MURRAY, Supt. of Agents 
ll 256 BROADWAY NEW YORK 


W. A. JOHNSON, Pres. 


J. A. WALKER, Sec’y and Treas, 


Missouri Insurance Company 
ST. LOUIS, MISSOURI 





CAPITAL FULLY PAID $150,000.00 


Admitted Assets December 31, 1922 $486,382.00 














‘‘ THE LIFE INSURANCE BUSINESS” 


Under the above title, Minor Morton, vice president and agency manager of a well-known lifeinsurance 
company, has written a booklet of which the purpose is to demonstrate the desirability of capable men 
adopting Life insurance as an Avocation. 


STRONG ARGUMENTS ARE CONVINCINGLY PRESENTED 


Every life insurance company and general agency needs this booklet. PRICES: Single copy, 15cents; 
100 copies, $6.00; 500 copies, $20.00; 1000 copies, $35.00; 5000 copies, $150.00; 10,000 copies, $250.00. 


THE SPECTATOR COMPANY 
Chicago Office 135 William Street 
Insurance Exchange New York 


EXCELLENT OPPORTUNITY 
for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 
Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 
Clarence J. Daly, President DENVER, COLORADO 











WANTED 


Managers for These Important Districts 


KANSAS, EASTERN MISSOURI 
Guaranteed low cost policies. As good as we can make them. 


Any one of the above is an absolutely first class opportunity. 
Tf your record is clean and you can furnish evidence of your 
Ability as a Personal Producer, your application will be con- 


sidered. 
Address S. W. GOSS, Vice-President 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 








THE CHILD’S 20-PAY LIFE OPTIONAL ENDOWMENT 
POLICY OF THE 


GREAT REPUBLIC LIFE INGURANCE COMPANY 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its won- 
derful selling features. If you are interested, write for copy 
of “‘Making Dreams of Your Children’s Future Come True,” 
and our attractive proposition to agents. 

J. R. RAILEY, Manager, E. L. BLACK, State Manager, 


Southwestern Department, P. O. Box 299, 
401-2 Mercantile Bank Bldg. Newport, Arkansas 
Dallas, Texas. 


W. H. SAVAGE, Vice-President, Los Angeles, California. 











‘‘Keep Southern Money at Home’’,| | 


YOUNG MAN: If you are already successful but looking for 
larger opportunities, Investigate the Field, Policy Contracts, 
and Commissions of ‘‘The Best Company In Dixie” and We 
Will Grow Together. 


E. C. HINDS, President 


OtténStates | 


LIFE INSURANCE CO-memris) 














VISION! 








Vision is the ability to see ahead. It is a big 
factor in the growth of all successful institu- 
tions. 


ASSETS 23 MILLIONS 
INSURANCE IN FORCE 165 MILLIONS 
ALL ACCUMULATED IN FIFTEEN YEARS 


If you have the vision necessary to appreciate 
what a liberal general agency contract in a 
selected territory with a company that is 
making such tremendous strides will mean to 
you within the next ten or fifteen years, you 
will at once ascertain the reasons why our 
general agencies are such big successes. 





Co. 
Mo. 


International Life Ins. 
St. Louis . “ . 




















SHOWING ELABORATE DISPLAY, 














MIDLAND LIFE INSURANCE COMPANY | 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City. 


THE COMPANY. 


Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, 
COLORADO, TEXAS. 
in the country to-day. , 


DANIEI. BOONE, Jr.,President JOHN M. SMULLIN, Secretary 


THE MANAGEMENT. 


OKLAHOMA, 


THE TERRITORY. MA 
The best territory 





M 


BE 


sur 
elec 
tor 


the 
dire 
Ser} 


anc: 


ban 


ot 
he NI 
citi 
| 
ot 
met 


I 
Lit 
pot 


dSsI 


al 





IL 


antial 
City. 


‘jence 


MA, 
itory 


tary 








May I, 1924 


THE SPECTATOR 


Life Insurance 








__ 


BECOMES VICE-PRESIDENT OF ROYAL 
UNION 


A. C. Savage Elected to Office in lowa 
Company 

The directors of the Royal Union Life In- 
surance Company of Des Moines, lowa, have 
elected A. C. 
tor of the company. 

President A. C. 
the election ot Mr. 
directors were enthusiastic over securing the 


Savage vice-president and audi- 


Tucker, in commenting on 
Savage, stated that the 
services of as able and experienced an insur- 
ance man as Mr. Savage. 

Mr. Savage has had a number of years of 
banking and investment experience, four years 
as Insurance States of 
fowa, and during the past year was employed 
by the American Life Convention Service 


Bureau as its special representative, this ser- 


Commissioner of the 


vice bringing him in personal touch with home 
office executives of a majority of the com- 
pany members of the American Life Conven- 
tion. detail and invest- 
ment experience in banking and insurance will, 


The combination of 


in the opinion of the directors, make him a most 
valuable man as vice-president and auditor of 
the company. 

Mr. Savage succeeded J. F. Taake as Com- 
missioner of Insurance, receiving his appoint- 
ment from W. L. 
ot Jowa, filling that office with credit to the 
State, gaining and holding the confidence and 


Ilarding, former Governor 


respect of his fellow commissioners. and mak- 
ing many personal among the insur- 
officials of the companies in both the 
Association of Life Presidents and 
the American Life Convention, and he goes 
into his new work with the respect, confidence 


friends 
ance 


Insurance 


and good wishes of his many friends of the 
insurance fraternity and his community. 





Appointed Medical Director of the 
Connecticut General 

Sykes, 

Northwestern Mutual, has been elected medical 

Connecticut General Life In- 

surance Company of Hartford, and will assume 


Dr. Lawrence G. formerly of the 


director of the 


his new duties May 1. 

Dr. Sykes is a graduate of the University of 
Hlinois School of Medicine. In 1912 he be- 
came assistant medical director of the North- 
western Mutual. During the war he was a 
captain in the medical corps and after the war 
under the auspices of the Wisconsin 
Anti-Tuberculosis Association and the North- 
Mutual he 


of traveling 


joint 


western conducted the first series 
tuberculosis clinics in Wisconsin, 
holding clinics in sixteen Northern Wisconsin 
cities, 

Dr. Sykes is 
ot Lite 
member of 


a member of the Association 
Medical Directors and a 
the American Medical Association. 


if -- 
insurance 


Announces New Assistant Medical 
Director 

oe liske, president of the Metropolitan 

le Insurance Company, announces the ap- 

Albert O. Jimenis, M. D., as 


dical director of the company. 


pointment 


assistant mie 








IN PRESS 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 


Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quartity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 
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MIDWEST LIFE ORGANIZING 
RAPIDLY 
Activities of New Company Being Directed 
by Frederick R. Warner—Incor- 
porators All Prominent Men 


The Midwest Life Insurance Company of 
Chicago, a notice of whose formation appeared 
in Tue Spectator for April 10, is rapidly pro- 
ceeding with its organization, and expects to 
begin actively writing business in the near 
future. This company, chartered 
as a legal reserve participating stock concern, 
has a capital stock ot $100,000 and a surplus of 
$100,000. intention is to specialize in 
endowment insurance and the sale of stock, as 
already stated, indicates an early disposal of 


which is 


The 


the entire block. 

The Midwest Life is backed by some of the 
most influential men in Chicago, Frederick R. 
Warner being the leader of the group and 
president of the board of corporators. Mr. 
Warner, in addition to being an experienced 
executive, is an insurance man of more than 
ordinary ability, having been an agent of the 
Northwestern Mutual Life for about six years. 








FREDERICK R. WARNER 


Wisconsin, 
insurance career, 


Beloit College in 


soon 


A graduate of 
AMlr. Warner 
and after his connection with the Northwest- 


ern Mutual joined the staff of the Travelers, 


chose an 


where he 
Composing the board of corporators of the 
Life, in addition to Mr. Warner, are 


served for seven years. 


Midwest 
Frederick H. 
James H. Cartwright, Jr., of the Chicago law 
firm of Winston, Strong & Shaw, counsel; Asa 
S. Bacon, for twenty years superintendent of 
Hospital; Dr. Charles M. 
Marshall Field & 


Lord, secretary of the board: 


the Presbyterian 
medical director of 
Co.; Edward C. Carlton, president of the 
Manufacturers National Association ; 
Henry V. Warner, paymaster of the Illinois 
Central Railroad; E. L. Fee, contractor; 
Robert J. Campbell, advertising director, and 
C. P. Mead, editor of the Geneva Republican 


Bacon, 


Service 


of Geneva, III. 
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arHeR sili 3m Live Men Wante 
LIFE A : 
0 * E HEALTH B* the largest life insurance company in the Middle West 
L! ACCIDENT writing both Industrial and Ordinary. 
— NE DOLICY Only four other life insurance companies in the United States ( 
NE © REMIUM a more Fegan iy! than the Western ey —— 
—PAYS— ow in its 37th year, it is entering a new era of growth and 
INSURANCECO. DOUBLE DEATH offers excellent opportunities at this time to capable insurance 
Northern Life Building BY ACCIDENT men, especially those with Industrial insurance experience, 
SEATTLE, U.S.A. Loss of Hands, Feet, of 
2 a The Western and Southern Life Insurance Co, | | «: 
D.B. MORGAN | HOME OFFICE, SEATTLE, U.S.A. |... Benefits CINCINNATI, OHIO ap 
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1857 1924 CALEDONIAN pINSURANCE COMPANY a 
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Ordinary Life Insurance hy 
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Industrial Life Insurance natt 
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JOHN Ww. DRAGOO S t CoA. CRAIG, President Ww. ss BEARDEN, Sec y-Treas. 
wisi nd The National Life & Accident Insurance Co. f not 











NASHVILLE, TENN pota 





Home Office: National Building 


















































FIRE ASSOCIATION of Philadelphia liver 
Organized Sept. 1, 1817. Incorporated March 27, 1820 Sera fort 
Charter Perpetual : 
OS UE ee ree eer yy e $1,000,000 ° a Was, 
aca iied eilinds Sinctiaiiaes.".*.°°2" Gee Industrial Life and Health lay 
sot ae. ESTs 5 072,419 that 
urplus to Poli ° Be cccctevceccce z \ ~ 
SC TRVER ewer Insurance Company f ok 
* OE ‘ oe eiton oa 5g ont sie 
7 CG. GARRIGUES, Secretary and Treasvrer. Home Office: 91-98 Walton Street, Atlanta, Ga. part 
R. N. KELLY, JR., Assistant Secretary. I 
SS _ ——— ene am, enn ae ghd gyn hone Sy | 
BALTIMORE LIFE INSURANCE COMPANY “Taian t as a ee per a 
BALTIMORE, MD. : 
: : JOHN H. McEACHERN, President 
WILLIAM O. MACGILL, President R. H. DOBBS, Ist Vice-President bi 
Agents desiring to connect themselves with a solid and progressive, yet S. C. McEACHERN, 2nd Vice-President as b 
—a Company, can address S. D. Powell, Secretary, I. M. SHEFFIELD, Secretary insu: 
Industrial and Ordinary Life Insurance policies issued upon all attractive caus 
forms of policies. — 
— initial brou 
pluet 
Desirable territory open for General | Southwestern Life Insurance Co. a 
oo = \ oe Florida and District | | Dallas, Texas able 
4 | = 
of Columbia. Excellent opportunity for | /) 7, w. vaRDeLt, President T. L. BRADFORD, Vice-President By 
producers who can furnish unquestionable that 
references. Sound = Progressive = Successful jury 
direct 
° Insurance in Force over $112,500,000 thee 
Our Home Life Insurance Co. yer It 
. ¥ : Assets over 12,100,000 t 
Suite 206-7-9-10 Commercial National Bank Bldg. death 
WASHINGTON, D. C. Operates in Texas only ~ 
insure 
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MARINE INSURANCE 

The proximate causes of a loss of a cargo 
of potatoes, covered by a policy of marine 
insurance, are the perils of the sea, where it 
appears that the ship which was carrying 
the potatoes had a collision with some un- 
known object, and where it was necessary 
to discharge the cargo for repairs and there- 
after the potatoes began to deteriorate 
through rot and sprouting. 

The defendant issued to plaintiffs five marine 
certificates of insurance for $12,000, covering 
1000 barrels of potatoes, per steamship Corsi- 
cana from New York to Caibarien, Cuba. The 
defendant agreed to insure against “perils of 
the sea.” 

The Corsicana sailed from New York on 
February 23, 1920, and thereafter collided with 
some unknown object, and was obliged to put 
into the port of Charleston, S. C., for repairs. 
There is was necessary to discharge the cargo 
because of the repairs. Thereafter, because 
the potatoes began to sprout and rot it was 
necessary to sell the potatoes. The potatoes 
were not injured in the collision or touched 
by sea water, and the only loss suffered was 
natural deterioration because of delay in the 
forwarding. 

Held that mere delay on the voyage as a 
result of which the cargo is spoiled or damaged 
is not a ground for recovery; but here the 
evidence indicates that, if the Corsicana had 
not heen damaged by reason of sea perils, the 
potatoes would have arrived sound, being de- 
livered to the destination thirty or 
The proximate cause of the loss 


within 
forty days. 
was, therefore, the sea peril, which caused de- 
lay and placed the cargo in such condition 
that it could not be reshipped. 

Judgment for plaintiffs. Brandyce vs. United 
States Lloyds, Inc., N. V. A. D., Second De- 
partment, 207 A. D. 665. 


ACCIDENT AND HEALTH 
INSURANCE 

The action was brought by the plaintiff, 
as beneficiary, under an accident and health 
insurance policy, insuring against death 
caused by accidental injury. Action was 
brought on theory that the injury produced 
pluerisy, which, in turn, aggravated an or- 
ganic disease of the heart, causing death. 
Held it is error to charge that insurer is li- 
able for injury, by aggravating heart disease. 

By the terms of the policy it was provided 
that the company insured “against bodily in- 
jury sustained during the life of this policy 
directly and independently of all other causes 
through accidental means.” 

It was admitted that the immediate cause of 
death was acute dilation of the heart, due to 
valvular disease of the heart and myocarditis. 
The complaint alleged that the death of the 
sured was caused by bodily injuries sustained 
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on July 1, 1919, while a passenger on- an ele- 
vated train, due to a collision between two 
trains. On the trial it appeared that one of 
the doctors who examined the insured’s heart 
shortly after the accident had found no evi- 
dence of heart disease. The doctor who per- 
formed the autopsy stated that the patient 
would have died from heart disease, sooner or 
later, without regard to the accident. Upon 
the trial, the court charged the jury as follows: 

“If a person is injured, anyone who is in- 
sured as was this deceased, Smith, anyone 
having a predisposition to disease, or a latent 
weakness, that fact cannot avail an insurance 
company nor relieve it from liability or dam- 
ages which ensue when the dormant disease or 
latent brought 
into activity causing death; 
ditions existed, the plaintiff would be entitled 
to recover.” On appeal the insurance company 
claimed that this charge was erroneous. 

Held, under the language of the policy, the 
company’s liability to pay arises only in case 
of death from accidental injury, independently 


weakness was aggravated or 
and if those con- 


and exclusively of all other causes, and the 
judgment obtained cannot be upheld under the 
plaintiff's claim that the insured died of heart 
disease aggravated by the injury and that his 
death was accelerated thereby. [lowever, the 
complaint should not be dismissed as the plain- 
tiff may offer proof on the second trial that 
the heart condition was caused by the acci- 
dental injury. 

Judgment and order reversed, and a new 
trial granted. Smith vs. Massachusetts Bond- 
ing and Insurance Company, January, 1924. 
Second Department, 207 Appel. Div. 682. 


AUTOMOBILE 


Notice of accident not given as required 
by the policy—Complaint dismissed. 

The complaint alleged that on the 7th day of 
September, 1922, the defendant issued to plain- 
tiff its policy of insurance covering damage 
because of injury to the property of another 
hy the plaintiff's automobile—that on September 
7, 1922, plaintiff's automobile collided with an- 
other, for which an action was brought against 
this plaintiff. It also alleged that defendant 
was immediately notified but refused to defend, 
disclaiming any liability policy, 
thereafter judgment was rendered against this 


under the 


planitiff for the sum of $265.09 and that he 
expended $100 for counsel fees. This action 
was brought to recover under the policy the 
amount of such judgment and counsel fee. 
The policy contained the following special 
provisions: “G. In the event of loss or dam- 
age to property insured hereunder, the as- 
sured shall forthwith give notice thereof in 
writing to the company.” And again, “J. 
This policy is made and accepted subject to the 
conditions and 


exclusions, War- 


37 


provisions, 


LDeCISIONS 


ranties set forth herein and endorsed hereon, 
and upon acceptance of this policy the assured 
agrees that its terms embody all agreements 
then existing between himself and the com- 
pany or any of its agents relating to the in- 
surance described herein, and no officer, agent 
or other representative of this company shall 
have power to waive any of the terms of this 
policy unless such waiver be written upon or 
attached hereto; nor shall any privilege or 
permission affecting the insurance under this 
policy exist or be claimed by the assured un- 
less so written or attached.” 

It appeared that the policy was regularly 
issued and executed as of noon, September 7, 
with a letter which said: “T herewith enclose 
policies which were mislaid at my office or 
you would have received them before this. 
Yours truly, S. H. Van Derzee. P. S.—If you 
should have had any accident since the date 
of accident policy, kindly report same at once. 
S.. He V3" 

Plaintiff did not answer this letter, but testi- 
fied that he had given oral notice of the acci- 
dent to the defendant’s agent on September 
15, 1922, and that no written notice was ever 
given. 

Held, that even if it be said that the assured 
ought not to be required to comply with the 
terms of the policy until it was received by 
him, the fact remains that at no time after 
receipt of the policy, did he notify the com- 
pany of the accident or give them written no- 
tice. 

The finding of the trial court “That there- 
(September 7, 
notified said defendant of 


after 
the plaintiff duly 
said accident and circumstances attending the 
same, and in all respects complied with the 
terms and conditions of said policy,.”’ was made 
without evidence to support it. 

Judgment reversed and complaint dismissed 
with costs. Walliam Millard vs. Aitna Casu- 
alty and Surety Company of Hartford, Conn. 
Third Department, N. Y. A. D. 208, App. Div. 


245. 


1922) and before suit, 


A. C. Matthews Dead 

INDIANAPOLIS, INp., April 26.—Albert C. 
Matthews, sixty-three years old, a resident of 
Indianapolis for the last twenty-eight years, 
died recently at his home here. Mr. Matthews 
was a graduate of the class of 1884 at the 
United States Naval Academy of Annapolis, 
Md., and retired from service two years later. 
He has been well known in insurance circles 
in this city for many years. He organized the 
Lumbermens Mutual Fire Insurance Company 
of this city when he first came here. At the 
time of his death he was the State agent of 
the Philadelphia Fire and Marine Insurance 
Company. He is survived by the widow and 
one brother. 
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Arbitration Law of New York 


(Continued from page 4) 


pointed H. K. Fowler, formerly of the Thames 
& Mersey Insurance Company and _ latterly 
Lloyds’ agent in New York, to act as umpire. 
Notice of this appointment was given to the 
Liverpool Marine, together with notice of the 
date on which the board of arbitration would 
begin to take testimony and urging the Liver- 
pool Marine to be present and participate. 
The board of arbitrators convened with the 
Liverpool Marine not represented. I[xhaustive 
and detailed evidence and proofs were sub- 
All the 


members of the board of arbitration, being 


mitted by the Bankers & Shippers. 


conscious of the tact that the Liverpool Marine 
was not represented, adopted an attitude of 
strict impartiality, were zealous in the examina- 
tion of all evidence and gave every indication 
of caring for the interests of the Liverpool 
Marine, even though not represented. The evi- 
dence submitted by the Bankers & Shippers in- 
cluded correspondence setting forth all of the 
objections on the facts that had been urged by 
the Liverpool Marine. 


Awarp oF $468,000 MaApDE 
In due course the board of arbitration ren- 
dered a unanimous award in favor ot the Bank- 
ers & Shippers for approximately $468,000, dis- 
allowing some $16,000 which previously had 
been claimed by the Bankers & Shippers. 
The Liverpool Marine, not being admitted 


— 


in the State of New York, and there being go 
means by which jurisdiction of the courts of 
New York could be obtained, it became neces. 
sary for the Bankers & Shippers to resort 
the courts in England to enforce the award 
which it had obtained. To that end the Bank. 
ers & Shippers sued the Liverpool Marine jy 
England in the High Court of Justice, King, 
Bench Division, upon two alternative grounds— 
first, upon the award itself and second, upon 
the original contract between the parties, plead. 
ing the award as evidence of the breach of the 
contract and the amount due. It is this pro- 
ceeding in England which has recently ocea. 
sioned the taking of testimony in New York 
in which one of the principal questions pre. 
sented for determination by the English Cour 
is whether the award obtained in the manner 
above set forth would be enforceable in the 
courts of New York if jurisdiction over the 


€ 


Liverpool Marine could be had in the courts 
of New York. If this question is 


in the affirmative by the English court, it then 


answered 


seems that the English court will likewise 
enforce the award. 


INTERPRETATION OF LAW INVOLVED 
As might be anticipated, the testimony, there- 
fore, simmered down largely to a battle oj 
legal experts as to the interpretation of the 
so-called Arbitration Law of New York. This 
law, which was passed in the spring of 1920 
and which applies to all contracts, thereafter 


or theretofore made, where the controversy 
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arose after the passage of the law (bringing 
the Bankers & Shippers vs. Liverpool Marine 
controversy W ithin the law) provides that after 
the enactment of the law all arbitration agree- 
ments which are in writing shall be “valid, 
enforceable and irrevocable.” Subsequent sec- 
tions of the law provide for a summary means 
of enforcing arbitration by giving to an 
aggrieved party, that is one who first demands 
arbitration when the other party refuses to 
proceed, the right by petition to bring the de- 
faulting party before the Supreme Court to 
show cause why the defaulting party should not 
be compelled to proceed. Unfortunately for 
the Bankers & Shippers, the law provides that 
such a petition must be served as in the case 
of personal service of summons. The Liver- 
pool Marine being absent from the State, it 
was impossible to obtain jurisdiction over the 
Liverpool Marine for the purpose of exercis- 


ing summary remedy as provided by law. 
Contract Was SUFFICIENTLY COMPLETE 
At common law in New 

agreed to arbitration of 


York where parties 


differences, such an 
agreement was not enforceable by the courts, 


that is to say, specific performance could not 
be compelled upon the ground that such an 
agreement tended to oust the courts of juris- 
diction. It is the contention of the Bankers 
& Shippers and of the framers of the law that 
the purpose of the arbitration law by stating 
enforce- 


that such agreements are to be “valid, 


able and irrevocable” was to abrogate the com- 


mon law rule and to make such contracts 


“valid, enforceable and_ irrevocable.’ The 
inasmuch 
itself 
organization of the 


Bankers & Shippers contends that, 


as the contract contained within ade- 


quate 
board of arbitration, there was no necessity for 


provision for the 














been written about him: 


On April 24, 1849, the 


the time. 
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THE FORTY NINER 





RADITION has created a character, strong and 
bold, which will always be outstanding against the 
horizon of the years—the Forty Niner. 


History has made a place for him on her crowded shelves 
‘Tales have been told, songs have been sung, books have 
He stands alone—the pioneer. 
Springfield Fire & Marine In- 
surance Company took its place among the 


On April 24, 1924, this company observed its 75th an- 
niversary, pausing for a moment to look back a full 
three quarters of a century upon a noteworthy record. 


SPRINGF IELD FIRE® MARINE INSURANCE CO. 


SPRINGFIELD, MASSACHUSETTS 
“ 1849 --~ 1924 
“SE =- 75 years of Property Protection = 


pioneers of 
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recourse to the courts and hence the Liverpool 
Marine could not by cable repudiate and re- 
voke the authority of the arbitrators and thus 
agreement and 
Marine, on the 


arbitration 
proceeding. The Liverpool 

other hand, contends that while the statute does 
that “valid, 


and irrevocable,” 


destroy the entire 


provide such agreements are 


enforceable they are only so 
when the remedy laid down in the statute is 
availed of and, therefore, by putting them- 
selves beyond the jurisdiction of the courts the 
Bankers & Shippers, so far arbitration 
agreement was concerned, 
than it would have been at common law. 


as the 
was no better off 


PROMINENT WITNESSES CALLED 

In support of the contention of the Bankers 
& Shippers, namely, that the award rendered 
is valid and binding upon the Liverpool Marine, 
the following were called: Julius 
Henry Cohen, one of the drafters of the 
arbitration law and probably the best known 
expert on commercial arbitration in the United 
States ; head of the Arbitra- 
Society of New York; Hon. George L. 
Ingraham, formerly presiding justice of the 
Appellate Division, First Department Supreme 
Court; Hon. John W. 
Judge of the Court of Appeals. 
gentlemen, and as witnesses for the Liverpool 
Marine, the testified: Harlan I. 
Stone, subsequently appointed Attorney-General 
of the United States; Hon. ( W. Wick- 
Attorney-General of the 
Samuel Greenbaum, for- 
Court of New 
well-known 


witnesses 


Moses Grossman, 
tion 


Hlogan, recently retired 


Opposing these 
following 


1eorge 
ersham, formerly 
United States; Hon. 
Judge of the Supreme 
and Paul D. Cravath, the 
The interests of the Liverpool Marine 
Cook, Nathan & 
counsel, of New 
British counsel. 


merly 
York, 
lawyer. 
have been looked after by 
Lehman, 
York, 


The final settlement of the controversy is ex- 


Edgar Leventritt, 


assisted by eminent 


pected within a few months as Mr. Barker, 
acting for the Bankers & Shippers, sails for 
Ingland shortly to try the case there. Upon 


the outcome rests the validity of all reinsurance 
contracts of a similar nature which are now 
existent. 


Northern Assurance Building 
(Continued from page 11) 


pect again to be in the center of the insurance 
district by reason of the companies coming up 
to and surrounding us, as they are already do- 
ing.” This prophecy has now been justified by 
THE SPECTATOR 1s 
New York insurance 
intends to remain. Within a few 
years the Northern Assurance Company will 
probably have ensconced its entire New York 
staff in its building at 135 William street, and 
surrounding that build- 


events, and again in the 


center of the district, 


where it 


the region immediately 


ing will have become even more densely oc- 


cupied by insurance interests. 


The Richmond, Va., Rotary Club has elected 
Charles G. Taylor, Jr., vice-president for the 
current year. Mr. Taylor is the vice-president 
and actuary of the Atlantic Life of Richmond, 
and is widely known in life insurance circles. 








THE SPECTATOR 














75 Maiden Lane New York City 
Telephone Beekman 3461 


Indianapolis, Ind. 
Des Moines, lowa 


Hume Mansur Bldg. 
Hubbell Building 








Public Accountant Actuarial Actuarial 
HARRY C. LANDWEHR FRANK J. HAIGHT GEORGE B. BUCK 
Certified Public Accountant CONSULTING ACTUARY 

Insurance a Specialty ACTUARY Specializing in Employees’ 


Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 





Thursday : 





—e) 














Julian C. Harvey, F.A.1.A. 


CONSULTING 
ACTUARY 


ST. LOUIS, MO. 


Prominent Agents and Brokers 








CHEMICAL BUILDING 


LEON IRWIN & CO., Inc., New Orleans, La. 


T. J. McCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA, 











REPRESENTING 
American Eagle Auto- National Union New Amsterdam 




















a, 


F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPH A 











Pha my marae ie _ inineae eas 
OE | 
State Pa. BROKERS’ LINES SOLICITED Consulting Actuary 
JAS. R. COTHRAN 
Associate Actuary 
= ent ner atiaecnas 322 HURT BLDG. ATLANTA, GA. 
Actuarial 











, Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 


A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 


ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D. C. NASHVILLE, TENNESSEE 
10 Jackson Place,N.W. Independent Life Building 




















MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 


Frederic S. Withington 


F.A.1. A. 


CONSULTING ACTUARY 


Insurancc¢ xchange Bldg., Suite 948-949 
DES MOINES, IOWA 


SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 




















Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 


Conservation Specialists 


The Otis Hann Company, Inc. 
“‘Life Insurance Service’’ 
10 So. La Salle St. Chicago, Il. 


References Covering Past 23 Years 





L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 




















DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. Telephone State 7298 
CHICAGO 


W. H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


75 FULTON ST. 25 FRANKFORT ST. 
NEW YORK 





I. M. RUBINOW, Ph. D. 
CONSULTING ACTUARY 
and STATISTICIAN 


1600 Bankers’ Trust Bldg. 
Philadelphia 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, ete. 




















Consulting Engineers 





— 








PAUL L. WOOLSTON 
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STATISTICS 


Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 
Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 




















Whitehall 20 Vesey Street 
7796 New York 
Underwriters 


Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











HAS FIFTIETH ANNIVERSARY 
President E. H. Winslow of Metropolitan 
Casualty Honored by Company’s 

Directors . 
Winslow, president of the Met- 
Company of 


Eugene HH. 
ropolitan Casualty Insurance 
New York City, last week received appropriate 
recognition from the board of directors, agents 
and employees on his fiftieth anniversary in 
the company. Mr. Winslow served the 
company which he now heads for fifty years, 
during thirty years of which he has been the 
leading executive. 

On the morning of his anniversary the board 


has 


of directors met and drafted a resolution ex- 
pressing the gratitude of the entire organiza- 
tion for the distinguished services which Mr. 
Winslow has Howard Bland, 
chairman of the board of directors, presented 


rendered. R. 


President Winslow with an engraved copy of 
the resolution of congratulations, at the same 
time expressing the great regard and esteem 
that his associates felt toward This 
accomplished, Mr. Bland then gave Mr. 
Winslow a beautifully inscribed gold watch 
and a basket of fifty American Beauties, both 
on behalf of the 
company. 


him. 


officers and directors of the 
Later in the day the president was 
given a desk clock of antique design from the 
employees of the company. 

Especially pleasing to Mr. Winslow were 
the unusual number of letters of contgratula- 
tion that poured in from the company’s agents 
all over the country. In letter were 
tound expressions of pleasure and_ satisfac- 
tion at the agreeable relationships that have 
existed for so many years. 


each 





ELECTRIC VEHICLE MEN HEAR 
MAJOR CHURCH 
Transportation Engineer of Port of New 
York Authority Describes Traffic Con- 
gestion Which Leads to Fatalities 
Ilectric vehicle and storage battery manu- 
facturers and men connected with the industry 


were guests of the New York Electrical 
League at a luncheon held at the Hotel Astor 
in that city last week, which was attended by 
nearly 800 members and by some of those on 
the insurance committee of the National Elec- 
tric Light Association. The guest of honor 
was Major Elihu Church, transportation en- 
gineer of the Port of New York Authority, 
who spoke of freight handling and traffic con- 
ditions in New York city. 

Major Church pointed out that traffic con- 
gestion now piaces a burden of waste amount- 
ing to nearly $10C,000,000 a year on business 
firms in the city of New York, and that traffic 
conditions .have now grown so that, in addi- 
tion to the losses inflicted.on industry, there is 
a tremendous increase in the number of auto- 
mobile accident fatalities. This condition must 
be corrected if business is to be done at a 
minimum of transportation expense and if the 
lives of the citizens are to be safeguarded. 
Major Church described the work now being 
carried out with these ends in view, and gave 
a mental picture of the possibilities of the 
future in the New York district. 


New Company Formed to Provide Com=- 
pensation for Butchers 

The Butchers Mutual Casualty Company of 
New York has been organized to take care 
of the compensation insurance needs of butch- 
ers and persons dealing in meats who are mem- 
bers of the United States Butchers Association, 
Inc. Applications for insurance have been 
submitted totaling $50,000, the actual 
bank deposit is $51,309. Incorporators have 
decided to establish this as a cash fund of not 
less than $50,000, to be advanced as a loan 
which will be repaid only out of subsequent 
surplus earnings. This action taken in 
place of collecting fifty per cent of the esti- 
mated annual premium from subscribers. 

The officers of the new company are: 
Kramer, president; Sam treasurer, 
and Louis Goldstein, general manager. 


while 


was 


Geo. 
Heyman, 


Attaches Double Indemnity Clause 

The Woodmen Accident Company, Lincoln, 
Neb., has issued a rider to be attached to all 
policies of the company, both old and new, by 
which provision is made for double indemnity 
on accident policies in case an operation is 
Double 
indemnity will be paid during confinement to 
the hospital up to but not 


necessary as a result of an accident. 
longer than ten 
weeks on a single claim. 

Bureau of Insurance has issued 
Fire of Glens Falls, N. Y.; 


Company of 


The 
licenses to the Commerce 
the Merchants 
Lat Pe 


ciation of 


Virginia 


Providence, 
Asso 


will be 


Insurance 
Interstate Business Mens Accident 
Moines, Ia. The Falls 


State by R. Coleman Rice of 


and the 
Des Glens 
managed in the Rich 
mond, who is special agent for the company, 
the Glens Falls Wilson 


is named State agent in Virginia by the Merchants, 
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Insurance Company. W. O. 








“LITTLE BURGLAR” APPEARS 
Phoenix Indemnity Sends Out Novel Ad- 
vertisement Prepared by W. A. Miller 
W. A. Miller, publicity manager of the 
Phoenix Indemnity Company, New York, has 
prepared and sent out to agents of the organ- 
ization a novel advertisement to be distributed 
to the public. It consists of a stiff cardboard 
figure representing a masked burglar holding a 
gun and flashlight, and having a cord attached 
whereby it can be hung on doorknobs, auto- 
mobiles, etc. The reverse side of the “little 
burglar” says: “Perhaps tonight he may be 
your unwelcome visitor!” The text then goes 
on to describe the coverage which will give 
protection. A space is left for the agent’s 
name and address, and it is claimed that the 
device is producing business. Mr. Miller is 
also putting out a series of effective pamphlets 
urging the purchase of golf insurance, auto- 

mobile policies, plate glass coverage, etc. 








PERSONAL ITEMS 








Preston T. Kelsey, United States manager 
of the Sun Insurance Company of London, will 
sail May 17 for England, accompanied by his 
wife and daughter. It is Mr. Kelsey’s inten- 
tion to spend some time visiting the home office 
of the company. I'rom London the family will 
cross over to the Continent, where they will 
do some sightseeing before returning to this 
country. 

J. J. Atkinson, general manager of the Royal 
Insurance Company, returned to England last 
week on the Baltic after a visit to the United 
States office of the company. While here he 
attended one of the company’s periodic con- 
ferences of the department managers, and was 
the guest of honor at a dinner given by the 
company officials at the Hotel Plaza, New York 
city. 

W. W. Ellis, publicity manager of the Com- 
mercial Union fleet, will speak at the seven- 
tieth monthly meeting of the Suburban New 
York Field Club, to be held May 5, at the St. 
George Hotel, Brooklyn, N. Y. 

Ernest W. Brown, secretary-treasurer of the 
Inter-State Business Mens Accident Associa- 
tion of Des Moines, has plans and operations 
under way toward the establishment of the first 
marine museum in the United States. It will 
be the only museum in this country entirely 
devoted to marine specimens and exhibitions. 
It will be known as the Brown Marine Museum, 
and will display examples of marine life from 
practically every body of water of great size 
in the world. The idea is an outgrowth of Mr. 
Brown’s favorite hobby. Twice a year he 
takes trips all over the globe accompanied by 
his son and a professional taxidermist. He has 
but recently returned from a trip to Mazatlan, 
Mexico, where he secured a number of tropical 
fish and sea mammals, many of which were not 
mentioned in scientific records. 

Ernest B. Boyd, United States underwriting 
manager of the Yorkshire Insurance Company, 
and McClure Kelly, Pacific Coast manager, 
accompanied by their wives, sailed yesterday 
on the Franconia for England to attend the 
celebration of the centennial of the Yorkshire. 
Mr. and Mrs. Boyd with Mr. and Mrs. Kelly 
expect to be present throughout the entire 
celebration as the company’s managers from 
all over the world are to be there. At the con- 
clusion of the celebration it is their intention 
to tour France and England, finishing with a 
short sojourn in Italy, then returning to the 
United States. 








THE SPECTATOR 











MASONIC LIFE ASSOCIATION 


452 Delaware Ave., Buffalo, N. Y. 
NELSON O. TIFFANY, President and-General Manager 


1872 


Fifty-One Years of Successful Operation. 


1924 


1923 Broke All Previous Records, 


SOME FEATURES OF 1923: 


Gross New Business Written in 1923 


over $8,175,500.00 


This exceeds the Gross Amount written in 1922 (the next highest year) by $722,000.00. 
The last six years have been constantly increasing production as follows: 


1918—$3,229,500.00 
1919—4,915,000.00 


1920 -5,580,000.00 
1921—6,105,500.00 


1922—7,453,500.00 
1923 8$,175,500.00 


Insurance in Force, January 1, 1924................ 


EET Te COE RTT TOR Te $39,874,000.00 


A net gain of $2,286,500.00 for the year. 
Lampe: Dates Wie TOES o.oo. 5 05549 68645 rae dnms es shee gee oe Ga Oe peere hae Ra 7.62% 


An extremely low percentage indicating satisfied policyholders. 


Benefits Paid Since Organization. .........0s0000000% 


She Rinies Siwy Mg eA Cea SA Ree $12,7 18,670.59 





Insurance is written on the step rate, or modified natural premium plan. ‘This obviates the necessity of 
carrying large reserves, as the premium is computed on a scientifically graded table. 
The 1923 Record is a Fitting Beginning of the 
SECOND HALF CENTURY 


A FEW OPENINGS FOR THE RIGHT MEN 














NOW READY 
Greater New York Field Annual 
and ; 


Insurance Directory 


ONTAINING a complete list of licensed agents 

and company brokers; giving name, address, com- 
panies represented, etc., in Greater New York (Boroughs 
of Manhattan, Brooklyn and Bronx; Counties of Nassau, 
Putnam, Queens, Richmond, Rockland, Suffolk and 
Westchester). 


New York is the Insurance Metropolis of the United States, 
if not the world, and a directory of its interests—Com- 
panies, Agents and Brokers (the latter licensed for in- 
dividual companies) is of first importance everywhere. 





No company executive, general agent, or local agent, 
wherever located, should be without a copy. 





THE INSURANCE FIELD CO, 
Incorporated 
P. 0. Box 617, Louisville, Ky. 
Send me a copy of the GREATER NEW YORK FIELD 
ANNUAL AND INSURANCE DIRECTORY. Enclosed find check 
for $5.00 to cover cost. 














PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. ~ 


For salesmen and saleswomen of such type © 
we have an interesting contract to offer, | 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











